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Oct. Commercial Car Sales Show 


First National Truck Operators Group Will Meet in KENTUCKY TRUCK 
Washington November 17-18 to Com- 
plete Organization 


Portland, Ore., Nov. 


way Protective Association, 
20,000 votes. 


Oregon has failed. 

The success of allied truck owners, 
which has for the first time mobil- 
ized the trucking interests of Oregon 
for intelligent and aggressive battle 
in defense of their right to use the 
public 
Political observers. They predicted 
that public ignorance and prejudice, 
plus railroad money, would write 
mew anti-truck and rajjroad-subsidy 


laws in Oregon by a huge majority. | 


to convince |. 
|liminary report released today by | 


The railroad effort 
the public that its initiative meas- 
ure to eliminate truck competition 


via reduction and increased taxation | 


in the name of highway protection 
has failed to hoodwink the Oregon 
voters. Despite their “highway 
protective association,’ headed by 
Oswald West, a former governor of 
Oregon, the expenditure of a sum 
estimated at $250,000 and the mobil- 
izing of all railroad employees in a 
house-to-house and letter-writing 
campaign, the railroads have suf- 
fered a signal defeat. Not only that, 


(Continued on Page 7) 


COOK COUNTY TRUCK 
SALES OFF IN OCTOBER 


Chicago, Nov. 10.—New truck reg- 
istrations in Cook County for ten 
months were 2,684, as compared with 
5,249 for the corresponding period 
fast year. This loss of 48.2 per cent. 
was shared generally by all volume 
makes, Ford showing a decline of 
3,544 units. Chevrolet was 437 
trucks behind last year’s showing for | 
period. 

Only twelve makes appeared in 
the Cook County registrations for | 

ctober this year. Illinois including 

ook County listed 481 new trucks 
or the month. This compared with 


(Cc ontinued on Page 5) 


highways, has amazed many | 


10.—The railroad freight truck 
and bus bill, an initiative measure sponsored by the High- 
has been defeated by more than 
As returns trickle in from isolated districts 
whose only outlets are by motor transport, it is evident that 
the railroad effort to eliminate for- hire truck compe 


tition it in 


‘NAC. ESTIMATES 
OCTOBER OUTPUT 


New York, Nov. 10.—October pro- 
duction of motor vehicles is esti- 
mated at 50,270 units in the pre- 
the National Automobile Chamber 
of Commerce. 

This output is 42 per cent. under 
that for the preceding :2onth, anc 


38 per cent. under the production 
for October, 1931. 
On the basis of this report, the 


industry's production for the first 


ten months of the year is placed at | 


1,260,849 units—45 per cent. under 
the output for the same period last 
year. 


OREGON DEFEAT 
BILL BY 


New York, Nov. 


AT 50,270 UNITS) 


LAW SPURS DEMAND 
LIGHT EQUIPMENT: 


Louisville, Ky.. Nov. 10.—A lot of 


by truck salesmen for dealers and 
|factory branches in efforts to close | 
| business with truck line operators 
| and truck owners, ar a result if 


the 1932 legislative act, creating a 
jgross load limitation of 18,000) 
| pounds, truck and contents, going | 
linto effect on January 1, 1933. 

However, while owners affected 
|by the act have been making in- 
| quiries for prices for light equip- 
ment, new and lighter bodies for 
|}old equipment, and more especially 
j}aluminum bodies, so far there has 
|been merely a lot of figuring and 
nothing tangible in the way of re- 
sults. 

One large truck owner, operating 
ja big line, has been considering | 
{plans for purchase of twenty-seven 
jnew units, and every truck interest | 
/in this section has been working on 
the proposition and hoping to be 
the favored one. 

However, there 
backs to all such 


are muny draw- 
deals, chief of 





} (Contnued on _Page 4) 


§ RAIL-TRUCK 
20,000 MAJORITY 


10.—Representatives of over 1,000 | 


truck operators throughout the country will meet in Wash- | 


ington on November 17 and 


18 to organize the American | 


Truck Association, the first national truck operators’ group. 


John B. Dempsey, acting secr 
who made the announcement, 


operators are overwhelmingly 

Without a national association, the 
truck operators have confined their 
| ac tivities to state associations. 
| Operators point out that the vari- 
ous states have diverse and conflict- 
|ing laws against trucks operating in | 
‘interstate commerce. These bring 


Continental Automobile Co. | 


Organized by Continental| 


Detroit, Nov. 10.—Announcement | 
Was made today by W. R. 
president, Continental Motors Cor- 
poration, of a change in the cor- 
porate name of the company’s auto- 
mobile division. Continental Auto- 
mobile Company, which has been 
selected to replace the Continental- 
De Vaux Company, will build and | 
market the new line of motor cars| 
which are to carry the Continental | 


name. 
Executive offices of the newly 
mamed company will continue in, 


Detroit with manufacturing plants} 
here as well as in Grand Rapids and | 
Muskegon, Mich. 

Officers of the Continental Auto- | 
mobile Company are W. R. Angell, 
president; Roger Sherman, vice- 
president; F. F. Beall, director; F. L. 
Rockelman, vice-president in charge 
of sales; Wallace Zwiener, treasurer, 
and W.C. Keith, secretary. 


|; may 


'18 per cent., and the Pittsburgh dis- 
| trict to a rate of about 16 per cent. | 


| election 


‘CAR INDUSTRY NOW 
BUYING MORE STEEL 


New York, Nov. 10.—‘“Steel ingot 
output last week may be estimated 
at fully 18 per cent., and this week 
be forecast at the same,” 
American Metal Market says. 
Chicago district holds to « rate of 


“The recent slight decrease in steel 
demand was attributed 
postponing action until after the 
when feasible, and not to| 
any seasonal influence, as no items 
of importance could be picked out in | 
which any seasonal factor was dis- 


“The | 


to buyers | 


etary of the new organization, 
indicated that interstate truck 


in favor of Federal regulation. 
aaa 





| many hardships and few benefits, 
| Mr. Dempsey claims. 


| Several measures which would 


(Continued on 1 Page 5) 
| ' 


CUMMINS ENGINE = 


Columbus, Ind., Nov. 10.—An ad- 
| dition to the plant of the Cummins 
|Engine Company, Diesel manufac- | 


| turer here, has just been completed, | 
increasing floor space 150 per cent. 

| and increasing production facilities 
| immensely. 

The new unit, planned to link up 
| with other buildings as future ex- 
'pansion warrants, is 150 by 300 feet 
'and is equipped with the most 
modern production equipment for 
machining motor blocks and work- 
ing parts of the motor. Output 
which previously was limited to | 
| about three engines a week may now 
be boosted to twenty-five a day, 
according to C. L. Cummins, presi- 
dent of the company and designer 
of the Cummins Diesel. 

Work in the new plant will be 
| confined to the Model H Diesel com- 








cernible. In ordinary times, season- 
al decrease has begun at about No- 


(Continued on Page 8) 


pleted about a year ago and now in 
truck and commercial service. This 


(Continued | on Page 8) 





paper work has been done of late | 


| poration. 


Decline From Sept. in 12 States 


rT; Present Ratio Is Continued in Remaining States 
Total Will Be Near 11,000 Units, 
Or 26 Per Cent. Off 


New York, Nov. 


10.—With the release by R. I 


Polk & 


|Co. here today of October commercial vehicle podhen figures 


for twelve states, 


we get our first comprehensive view of 
this activity in the tenth month of 1932. 


It cannot be said 


|that there is any particular encouragement in the picture 


| presented, the October 


total for 


this territory being 2,562 


vehicle units sold, as compared with 3,253 in September of 
this year and with (4,524 in October, 1931. 


‘AUTOMOTIVE CHIEFS 
SEE UNCERTAINTIES 
REMOVED BY ELECTION 


New York, Nov. 
sion of confidence that the passing 
of the election will 
business uncertainties and hasten 
recovery was contained in a message 


|}today from G. M. Williams, presi- 


dent of the Marmon Motor Car 
|Company to the company’s prin- 
cipal distributors throughout’ the 
country. 

The message read: “The p2 ve of 


this great nation, expressing their 


will in yesterday’s vote, place an 
overwhelming national confidence 
in Franklin Roosevelt, whom we 


President of the 
in- 
the 


greet and accept as 
United States. Whatever our 
dividual belief may have been. 





(Contnued on Page 4) 


G. M. TRUCK ADDS 
TO NEW MODELS 
NUMBER T-110-130 


Pontiac, Mich., Nov. 10.—General 
Motors Truck Company today an- 


10.—An expres- | 


| from manufacturers 
|} conducted by George 





| port, 


| of 
remove many | 


If the ratio of commercial vehicle 
|sales, as indicated by the returns 
from the first twelve states to re- 
a quarter of the total number, 
is maintained in returns from the 
other thirty-six commonwealths, the 


October truck sales volume will 
amount to about 11,000 units. This 
would compare with 24,685 com- 
mercial units sold in October, 1931, 


and with 15,180 sales in September 
this year. October sales will be 
about 26 per cent. under those of 
September and 44 per cent. under 
those for October, 1931. 


MANY NEW PRODUCTS 
TO BE EXHIBITED AT 
DETROIT JOINT SHOW 


New York, Nov. 10.—More actually 
new products will be introduced to 
wholesalers attending the an 
Joint Trade Show of the N. S. P, A, 
and M. E. M. A. in Detroit, sama 
ber 5 to 10, than at any automotive 
trade show held in a number of 
years, according to replies received 
in a survey 

L. Brunner, 
president of the M. E. M. A. 

The replies indicate that the show 
will represent a timely event for the 
many wholesalers who are on the 
lookout for new items and improved 
merchandising plans with which to 
start the 1933 selling season. They 


| indicate also the genuine confidence 


nounces two new truck models, the | of the exhibiting manufacturers in 


Model T-110, a four-wheel job on 


the improvement of business condi- 


three wheelbases, the standard of | tions and a determination to help 


which is 171 inches, and a capacity | 


of 4,000 pounds, priced $8,110, and|them with new 


their wholesale outlets by providing 
opportunities for 


the Model T-130, a six-wheel job on! profit. 


three wheelbases, the standard of 


(Continued | on _ Pag 


8) 





The show, as a result, promises to 


(Contnued on ‘Page baal 
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EXPANDING PLANT New Dodge 6 Under $7 00; 


Dealer Meeting Under Way 


Detroit, Nov. 10.—The first of a 


series of thirty-one dealer meetings | 


|throughout the county was held | 
here today by Dodge Brothers Cor- 
The new six line was 
shown to the dealers, and General 
Sales Manager A. vanDerZee out- 


| lined the 1933 policies. 


| scheduled for as many key points | 


While not revealing for publica- | 


tion the list price on the new line, 
Mr. vanDerZee surprised the meet- 
ing by declaring that Dodge is go- 


|ing into an entirely different mar- 


ket next year. The Dodge is offer- 
ing a car that combines low price 
with quality and Dodge dependabil- 
ity. As to price, the genera] sales 


| manager stated that the list will be 


under $700 for the six. 

In the opinion of the general sales 
manager, there has been a gradual 
improvement in business conditions, 











and the underlying current 
initiative and progressive and will 
carry us forward. In the next five 
| years, he thinks, as many cars and 
trucks will be sold as in the past 
five years, and he is looking for- 
ward to a demand for cars and 
trucks that will exceed the previous 
cycle, 

From Detroit the Dodge execu- 
tives go to the other meetings, which 
are scheduled as follows: November 


12, Chicago, Stevens Hotel, W. M. 
Purves, assistant sales manager; 
Denver, Shirley Savoy Hotel, F. N. 


Akers, director of territory develop- 
ment; Des Moines, Kirkwood Hotel, 
J. W. Hutchins, director of Plym- 
outh sales for Dodge Brothers; New 
York, Pennsylvania Hotel, A. var- 
DerZee, general sales manager; St. 


(Continued on Page 8) 
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New Reo-Powered Aerocar Unit 






AND TRUCKS FOUND 
IN NEED OF REPAIR 


Philadelphia, Nov. 10.—Some in- 
teresting figures on the condition of 
automobiles registered in Pennsyl- 
vania, showing reasons for inspec- 
tion, have come out in the report 


of the Department of Revenue of the 
Commonwealth, covering the inspec- 
tion period which ended October 1. 
The following is shown: 

Eighty-six per cent. of the reg- 
istered motor vehicles were in- 
spected and since then upwards of 
100,000 more have been examined, 
bringing the total of approved cars 
and trucks up to approximately 9 
per cent. of the total registration. 
Of those cars. virtually four out of 
five needed mechanical repairs or 
readjustments. The lights were out 
of focus on about three out of four. 
Only two of every five cars, how- 
ever, needed brake corrections. De- 
fective steering apparatus was 
found on approximately one in six 
vehicles. 

These defects have been remedied 
on the 1,540,000 approved machines. 
Approximately 130,000 cars and 
trucks at the present time have not 
been inspected and, it may be pre- 
sumed, are not in use. The suppo- 
sition is that most of these unin- 
spected vehicles are old units which 
in more prosperous times would long 
since have been replaced. 


LINK BELT TO EXHIBIT 
AT DETROIT JOINT SHOW 


Chicago, Nov. 10.—Link-Belt Com- 
pany will occupy exhibit spaces 69 
and 70 at the annual M. E. M. A.- 
N. S. P. A. Show in Detroit, Decem- 
ber 5-10, with Harry Reisser, man- 


ager of replacement timing chain|/sheets, 10,390 tons of crepe, 2,236 | by 


distribution, Indianapolis, in charge. 

Besides showing samples of Link- 
Belt automotive timing chains and 
parts, a large-size very attractive 
display model with three automobile 
front-end drives, chromium plated, 
wil! be on exhibition. These drives 
will be operating and effectively il- 
Juminated. 

GARAGE EQUIPMENT 

Wilmington, Del., Nov. 10—The Peco 
Manufacturing 


cepital of 250 shares of no par com- 
nion stock, to establish and operate 

plant .or the manufacture and 
cistribution of mechanical garage 
end service station machinery and 
cguipment, 


Company has been | 


able chairs, a card 


Juxury. 


| FINANCIAL NEWS 

| pacuenn 
| Detroit, Nov. 10.—Packard Motor 
Car Company reports for nine 


months ended September 30, 1932, | 
taxes, | 


inet loss of $4,416,799 after 
|depreciation, etc. This compares 
|With net profit of $14,080 in first 
nine months of previous year. 

For quarter ended September 30. 
1932, net loss was $1,903,671 after 
taxes and charges, comparing with 
net loss of $949,144 in preceding 
quarter and net profit of $104,200 in 
September quarter of 1931. 


PARKER RUST PROOF 

New York, Nov. 10.—Parker Rust 
Proof resumed dividend payment on 
the no-par common stock by declar- 
jing a distribution of 50 cents a share, 
payable November 21 to stock of 
record November 14. The last pay- 
|}ment was a quarterly disbursement 
of 75 cents a share made on May 20. 


J. I. CASE 
Jackson, Nov. 10.—Case (J. 1.) & 
Co. action on the dividend schedule 
|for today has been postponed until 
| November 15. The last payment was 
$1.75 a share made on October 1. 


OHIO OIL 

New York, Nov. 10.—Ohio Oi] de- 
|clared a 10 cent dividend on the 
|'common stock payable December 15 
jto stock of record November 19. 
|This compares with 20 cents a share 
paid September 15. 

RUBBER STOCKS 

New York, Nov. 10.—Crude rubber 
stocks held by dealers in the Far 
East totaled 26,270 tons at the end 
|of October, according to a cable re- 
;veived by the Rubber Exchange of 
|New York yesterday. This total 
;|compares with 23,622 tons on Sep- 
; tember 30. 
isisted of 12,362 tons of smoked 
tons of unsmoked sheets and 2,107 


| tons of scrap and lump rubber. 





| LEAD PRICES 
New York, Nov. 10.—American 
|Smelting & Refining Company yes- 
| terday posted an advance of 15 
| Points in the price of refined lead 

|The new quotation is 3.15 cents a 
| pound, New York delivery. 


|HARRIS JOINS STAFF 


Service, Inc., Philadelphia, Pa., 
been appointed 


the Rex-Watson Corporation of 


Canastota, N. Y., manufacturers of | been operated by these men since | through with the 


the Watson Tractor Hitch trailers. 


George A. Hughes, vice-president of the 
General Electric Company of Chicago, at 
the door of his Reo-powered Aerocar, which 
contains all the conveniences of a home, 
including an electric range, refrigerator, 
shower, sink, lockers for clothing, comfort- 


sacrifice of a single convenience or 


The October total con- | 


OF REX-WATSON CORP. 
organized and incorporated, with a | Canastota, N. Y., Nov. 10.—Frank | with J. Henry Roth, were heads o1 
|B. Harris of the Yacht Sales and'!departments in the factory 
has! Mr. Helm made them a proposition 


representative for 





table, a leather couch 


and sleeping quarters, Certainly this vehicle 
places the home on the highway without the 


even 


‘MOTOR FATALITIES 
DECLINE SHARPLY 


Washington, Nov. 10.—An impor- 
tant decrease in the death rate from 
automobile accidents is indicated by 
the announcement from the Depart- 
ment of Commerce, which reports 
| 683 deaths from m°tor accidents dur- 


ing the four weeks ended October 
29 of this year, as against 730 deaths 
during the week ended October 31, 
1931, in eighty-six large American 
cities. 

Most of these deaths occurred 
within the city limits, this class 
numbering 526, as contrasted with 
561 for the same period of 1931. 

Deaths from automobile accidents 
during the fifty-two-week period 
;ended October 29, 1932, amounted 
|}to 8,227, as against 9,172 for the 
; year ended October 31, 1931, thus 
indicating a decrease of 11 per cent. 
for the year. 
| Five cities 


reported no deaths 
from automobile accidents in the 
last four weeks, while two cities 
achieved this record in the corre- 
sponding period of 1931. The cities 
|in which no deaths occurred during 
jthe four-week. period ended October 
29 were: Knoxville, Ten.; Lynn, 
Mass.; Oklahoma City, Okla.; Som- 
erville, Mass., and Waterbury, Conn. 


EMPLOYEES SECURE 
| CONTROL OF PLANT 


Danbury, Conn., Noy. 10.—Through 
an agreement reached during trial 
of a civil suit, control of the Ball 
and Roller Bearing Company, this 


city, manufacturers of ball bearings 
|}and grinders, has passed from Lewis 
R. Helm, organizer of the concern, 
to six former employees. 

The settlement marks the end of 
a half-million dolla~ suit instituted 
the employees, who sought to 
|} compel Mr. Helm to turn over stock 
which he is alleged to have pr~_ ised 
to surrender. The terms of the 
compromise, it is said, provide that 
| the employees will receive the stock, 
while Mr. Helm will be employed for 
a number of years in ar advisory 
capacity. 

The new owners of the company 
are Howard I. Beard, Charles I. 
| Walters, Adam A. Roth, William C. 
Barrett, George G. Rockwell ana 
James G. Bennett. 


when 


might buy out the 
The company has 


whereby they 
| business in 1924. 


that year, 


These six men, | 


\ SPARKS from DETROIT | 








* * * 


Jenkins Asks for More 


Up the Ladder | 
| Quick Work 
My Blush ; 
Dodge and Dourhusis 


* 


* o 


* > 





|| Chris Sinsabaugh—Detroit Editor 














B JENKINS lost his vote by being in Detroit on Elec- 

tion Day, but that didn’t seem to worry him—he had 

| other things on his mind. Chief of these is the ambition to 

break his own twenty-four-hour record and do it under the 
auspices of the American Automobile Association. 

Jenkins thinks he only scratched the surface when he 

| did 2,792.8 miles in the journey twice around the clock over 


i Western salt beds, and while he was in town he con- 
fided to Frank S. Stratton, manager of the Pierce-Arrow 
branch, that he is getting set to have another try at the 
|}mark next spring. And, of course, he has Pierce-Arrow in 
‘mind as the vehicle which will bring added fame to the 
|reputation of an already famous driver. 

When Jenkins started on his sensational drive at Muroc 
| Lake, he had no intention of going after the twenty-four- 
‘hour record—he was trying to run the legs off that Pierce- 
Arrow roadster. He didn’t do it, of course, but he set up a 
mark of 2,792.8 miles, a pace of 112.91 m. p. h. Now he 
thinks he can take a 1933 P-A and do at least 3,000 miles, 
which will mean the sensational speed of 125 m. p. h. 

X * * 

WHILE WE ARE IN the Studebaker family group, 
there's the election of Jim (maybe I better call him James) 
|Cleary as president of the White Company, the sales organi- 
zation of the White Motor Company, if for no other reason 
than to point with pride that here’s another former news- 
paper man who has gained the top in the motor industry. 
When I first knew this Jim Cleary he was a reporter on th? 
Chicago Tribune at the time when I was the Trib’s auto- 
mobile editor, the first one, by the way. 

Cleary’s first automobile experience was covering one 
of the Indianapolis races for the Trib, but soon after he 
turned in his reporter’s star, went to California and devel- 
oped as an automobile executive under Paul Hoffman when 
'the latter was Coast distributor. Clearly followed Hoffman 
| to the South Bend factory, was sales manager at one time, 
and when the §. P. A. Truck Corporation was formed he was 
made its president. Now comes the White job—a true case of 
“local boy makes good.” 

Another example is George M. Graham, vice-president 
of Rockne, who in his younger days was sporting editor of 
the Philadelphia North American. 

x * * 

THAT MOVIE FILM, “Plymouth Sets the Pace,” which 
is being shown to dealers, is the handiwork of Wilding Pic- 
ture Productions, Inc., of Detroit. It is nothing unusual for 
Wilding to turn out a film for Chrysler, but in this par- 
'ticular case it was the speed of production Wilding is brag- 

ging about. 

In eight days from the time he received the go-ahead 
order he had completed a four-reeler, and it was ready for 
the big day, November 1, when it was displayed in twenty- 
five cities where dealer meetings were in progress during 
the radio broadcast. 


* * 

MY FACE IS RED AGAIN, this time because of the 
blimp blurb that appeared in the column Wednesday. I 
always get Goodyear and Goodrich mixed up, and it is hard 
for me to avoid confusion of those names as it is to spell 
Schenectady correctly. In the first sentence I called the 
blimp a Goodrich product and then mixed my drinks by 
referring to it as a Goodyear the rest of the way. And, of 
course, Goodyear is right. An honest confession is good for 


the soul, 
* 7 * 


THE COLUMN STATED some little time back that the 
doughnut tire will be standard equipment in 1933 on one of 
| the leading makes, but did not mention the name. Now, how- 
ever, it can be told—it’s Dodge, and in the years to come that 
|company can point with pride to this pioneering. It’s the 
first to equip it as stock. 

President K. T. Keller of Dodge must have chuckled 
| when he read A. D. N. Wednesday and noted that, in answer 
to some of the car designers’ criticism, the National Tire 
| Dealers Association has gone on record as saying “the public 
|wants the ‘doughnut’ tire’ and that “new cars coming 
| m (‘doughnuts’) will, of course, handle them 
| better than cars on which they are replacements.” 
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‘Retail Salesmen— [his Is Your Page 





This department is devoted to the interests of the retail sales divi- | 


sion of the industry. 


Salesmen, this is your department. Automotive 


Daily News wants you to get something from this department that will 


help you in your work on the firing line. 


It wants you to pass on 


your own experiences, success, failures to heip your brother salesmen, 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. 


Your achievement or your mistake | 


may help another salesman to make sales or avoid errors that cost 


you commissions, 
Dealers read this page. 


| 


Give us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


THE TIME TO ADVERTISE {5 
ALL THE TIME 


Americans can scarcely be accused of being unaware 
of the value of advertising and yet, in some respects, many 
of us have something still to learn regarding the need for 
continually reminding the public of what we have to offer. 





A great part of the 





value of advertising lies in continuity. 


You must not only tell the public what you have to offer, 
but you must keep on telling it if you are to reap the full 


value of advertising. 

In the current issue of Patton's 
Monthly E. H. Brown has an arti- 
cle on “When to Advertise,” which 
brings out some points that auto- 


motive merchants, particularly those | 
will do well to pon-| 


selling service, 


der: 
When the hen lays an egg shc| 
cackles. Cackling is her only form 


of advertising and right lustily she 
goes to it. 


But notice how consistent she is. | 
Eggs are the only merchandise she} 


produces and a steady production is 
the only thing that will insure keep- 
ing her head off the chopping block. 
So she doesn’t cackle to inform 
the world about her beautiful, glossy 
feathers, the sturdiness of her limbs 
or her plump, fat body. Not at all. 
Her beautiful feathers have little 
market value, the 
limbs is of no interest to anyone, 
and calling attention to her corn- 
fed form would merely invite dis- 
aster. So she maintains 
silence about these. 

But when she lays an egg, that’s 
different. She really has something 
to say, 
casts her 

The merchant 
son from the 
vertise only 


advertising message. 

might take a les- 
hen. He should ad- 
when he really 
something to say. His great advan- 
tage over the hen is that the wide 
awake merchant always has some- 
thing worthwhile to say. Hence, he 
should advertise continuously. 

If, like the hen with her feathers, 
her limbs and her form, the mer- 
chant has nothing to advertise, he 
too should maintain a discreet si- 
lence while he busily produces some- 
thing worthy of publicity. 

After he has found it, no matter 
what it is. he should advertise it 
lustily. The hen needs to cackle 
but once because her product en- 
joys a steady demand and compe- 
tition means little to her. Not so 
with the merchant. His advertising 
must be more than the mere an- 
nouncement published by the hen. 
It must carry a real selling message, 
a story so strong that people will 
be induced to buy. Nor can he af- 
ford to advertise spasmodically. He 
must persistently, unceasingly, ever- 
lastingly tell the story over and over 
again—that is, if he wants to keep 
up with the procession. 

Another point: 

When business is dull, when “hard 
times” make their appearance, many 
merchants in their attempts at re- 
trenchment, slash their advertising 
appropriation as the first step in 


and she immediately broad- | 


has | 


low 
~9 


reducing expenses. Yet their ad- 
vertising is their sole and only| 
weapon of defense against “hard 


times.” To quit when it is needed 
most is like handing one’s rifle over 
to the enemy and inviting him to 
shoot. 
True, 
so great a proportionate return dur- 
ing “hard times” but it will bring 
a better return than cutting 
altogether or paring it down so that 
it loses its effectiveness. 
Ordinarily, one doesn’t visit the 
doctor when one is well. But when 
sickness comes along the doctor is 
in great demand. Advertising is a 
business doctor. 
hard, when business is sick, 
the doctor is most needed. The wise 
merchant doesn’t let these occasional 





business depressions intefere with 
his publicity program. If anything, 
| he increases his advertising because 
he knows that more medicine is 
needed to cure the sick than to keep 
the healthy well. 

The idea of reducing advertising 
because business is slack somehow 
always reminds me of the old Negro 
who was asked why he 
pair the hole in his roof. 


“Well, suh, 


boss,” he explained, “I cain’t fix itj 
/when it rains and when it ain't 
|rainin’ it doan need fixin’.” It does 


seem rather ridiculous to cut down | 
on advertising and cower in a corn- 


jer when “hard times” rain through 
| the roof. 

The time to advertise is all the, 
time. 


sturdiness of her | 


Dealer Activties 





a discreet | 


SALT LAKE CITY 

More than 200 Salt Lake City au- 
tomobile dealers sales managers, 
salesmen, heads of service depart- 
ments and finance men gathered 
yesterday to hear a sales talk given 
in the Chamber of Commerce by 
Don L. Kimball, the Chicago sales 
authority. The meeting was under 
the auspices of the Utah Automobile 
Dealers’ Association and President 
James A. Baker of the association 


presided, 


Chevrolet, Pontiac and Oldsmobile 
factory branches here are now con- 
solidated under one manag ement. 


UTICA, Be 


A new Plymouth Six displayed by 


E. J. Otis Corporation, Chrysler- 
Plymouth’ distributor in central 
New York, is attracting a large 


throng of visi tors, 


HOLLYWOOD, CAL. 


Emphasizing the number of new 
sales that it has been making, the 
Howard Motor Company of Holly- 
wood, 6157 Hollywood Boulevard, has 
been getting this fact over graphi- 
cally. Display advertisements are 


being run weekly showing a photo | 
purchaser and his car. | 


of a car 
The present series is captioned “An- 
other Buick in Paramount Studios,” 
and each one is labeled ‘“‘No. 
etc. Cut-line describes the buyer, 
his position and the model that he 


has purchased. 
* * 


INDIANAPOLIS 


Employes of North Side Chevrolet, 
Inc., were guests of Harry Sidrow, 
Chevrolet city sales manager, at a 
dinner program in honor of the com- 


|pany’s winning the October sales 


advertising may not produce | 


it out! 
|ments Of the business. 


When times are|the Roy 
is when | Ford dealer, 


| 


contest among city dealers. W. E. 
Kuhn, president of the North Side, 


conducted the meeting at which Mr. | 


Sidrow laid out the program for the 
current month involving all depart- 
Winner is | 
decided of quota | 


basis. 


on percentage 


7. . . 

L. G. Epsteen, a comparative new- 
comer in the sales organization of 
Wilmeth Company, Inc., 
celebrated his third 
month with the company by taking 


the lead in sales, 


didn’t re-| 


——— 


3,” “Ne. | 


| business in new and used cars for 
| the month of October amounted to 
$11,042.79. He has been selling 
| automobiles here for a year. 
x +. at 
Plymouth dealers, who responded | 


enthusiastically to the introduction 


}of the new models at the radio | 


|meeting, are looking forward to a 
| land-office business with the arrival 
|for delivery of the 1933 cars. The 
Jones Motor Corporation, an asso- 
| ciate Chrysler-Plymouth 
| Stated that seventeen orders were 
|taken for the new cars even prior 
| to announce ement of the prices. 


Ford dealers held 
October against the same 
last year, delivering 107 new cars. 
That number this year, however, 
| won first place for the line, while 
last year it was second. 


EVANSVILLE, IND. 

Otto C. Hart-.etz of Hartmetz 
Brothers, Dodge dealer, has been 
elected president of the Evansville 
Autemobile Dealers’ Association for 
1933. Robert W. Baskett of Robert 
W. Baskett, Inc., Graham distribu- 
tor, vice-president, and Richard E. 
Meier, Interstate Finance Corpora- 
tion, secretary-treasurer, complete 
the official personnel for next year. 
February 21-25, inclusive, are the 
dates set for the 1933 automobile 
show. L. R. Cooke Chevrolet Sales 
was admitted to membership place 
vacated by the McHenry-Stark Mo- 
tor Company, recently retired from 
new car business. 


OSKALOOSA, IA. 


Joe Monast has leased a building 
at Oskaloosa and will operate the 
| Monast Motor Sales and Services | 
| Company, the firm to feaure all | 
|types of service. 


GRUNDY CENTER, IA. 


The Conrad Motor Company of 
Conrad has been purchased by John 
| A. Wood, who formerly owned 
j}trom Fred Barkknecht 
Schutte. 


| MEMPHIS, TENN. 


W. D. Mathis, vice-president John 
T. Fisher Motor Company, an- 
nounces the removal of 


their own in 


month of 





the lot at Union and Wellington, 
formerly occupied by Olds Motor 
Works. Roy Hartwell is manager 
of the used car department. 


- ’ 

Will Pryor, vice-president of Chip 
Barwick Chevrolet Company, an- 
nounces the opening of a new | used 


dealer, | 


it, | 
and Henry | 


the used) 
car sales rooms from 217 Union to}! 


| Used Car Selling Prices 


Automotive Daily News in this department offers + den 
ithe benefit of its dealer and salesmen readers a compilation 
of prices at which used cars have within the past few days 
been offered for sale by reputable dealers in various cities. 
These prices will vary on condition and from other causes. 
They are not presented as being the exact prices at which 
these models should be sold, but simply as the prices at 
which they have been offered for sale by dealers in the 
various cities. Other cities will appear in subsequent issues 


— nana 





of this paper. 
. 
Houston, Tex. 

Make of car 1931 1930 1929 1923 
Buick $95 ‘385-445 250 
le 395-325 '240-365 235-195! 145 
a | 350 285 65" 
SN crscebdadeue ke seca 265 -295 ‘ 
PE vc cxcasecese 385 365 115-215' 
DE, ncevaiense 375-395 285 ; 6§5' 
So Vike tarba 275-255 245-255 175-195 145° 
CSPOMOM. oc icccccecse 215-275 
PRUE sc cc veseccas 650 
Hupmobile ............ 650 245 oe 
hs 55s oxdb Ran aw 236‘ es 
Oakland ....... 345! am 
Oldsmobile ........... ; 265 195' 
PIYMOUGH :..sscosccece 325 225 -345' 195 = 
EE es nalts oka ius 295 -250 2I5! 185° 
Studebaker .........0. 495 ng a 
EE cv cece ccwaaee 245 
Willys- Knight 125 See 

Legend: ‘coach; ‘tudor: “cabriolet ; ‘coupe; ‘sport roadster: "roadster. 


-d the car 


Where no symbol is us 


designated is 
| —— 5 ; 


4 sedan, 





| car salesroom at Union Avenue.) officially set dates for its 1933 show 
The stock of cars is being moved | | the chances were that it would be 
there. : 


| the week of January 21 to 28, com- 
ing between the New York and Chi- 
Erwin-Hicks Motor Car Company, | cago shows, New York being Jan- 
Jeff Hicks president, has moved to} uary 7 to 14, and Chicago January 


| e 


new downtown location at 217) 28 to February 4 

} Union Ave. Every modern equip- ‘¢ # 4 

| ment has been installed for service 

| features. Mr. Hicks is former pres- CHICAGO, ILL. 

| ident of the Memphis Automobile, B- D. Hilty, general sales man- 

Dealers Association. ager of Thomas J. Hay, Inc., Chi- 
|cago, has been awarded the grand 


| prize offered by the Reo Motor Car 
| Company for the best short essay on 
the advantage of Reo’s “Ajility 
Rating” plan in a nation-wide con- 
test. Under Reo’s rating plan, it is 
| Stated, truck performance claims 
are now more than oral promises or 
opinions of salesmen, who are some- 
times a bit optimistic. 


| CHARLOTTE, N. C. 

The Ely-Pettit Motors, Inc., of 
Greensboro have been granted a 
charter to buy and sell automobiles. 

| Authorized capital stock is $50,000, 

with a subscribed stock of $300. In- 

corporators are Riley Ely, J. B. Pet- 

tit and A. E. Pettit of Charlotte. 

> . + 


LOUISVILLE, KY. 


MOTORCYCLE “MAG” 


J. Garland Lea, secretary, Louis-| Los Angeles, Cal., Nov. 10—A new 
ville Automobile Dealers Associa- | monthly national motorcycle maga- 
tion, in a recent discussion, re-|zine, The Motorcyclist, appeared 


marked that while the body had not | 


Nove mber 5. 


hee Dadievs and Their Standing in the Fiess 6 


Commercial Car Sales Positions by States in 


October as Compared With September, 1932 





| 
1932 | 


OCTOBER, First 
State Sales 
Delaware 25 Chev. ~—«idi 
|Florida 257 | Ford 89 
| Illinois 481 Ford 190 
| Indiana 317 | Ford 112 
| Michigan 469 | Ford 206 | 
|Minnesota 335 | Chev. 136 _ 
North Dakota “55 | Ford 23 
is. Carolina — ~~ 431 | Ford 68 |. 
\Utah 50 | Chev. 26 
Vermont —S51'| Ford 29 
W. Virginia 163 Ford 74 
Wisconsin 228 | Chev a 


SEPTEMBER, 1932 


State Sales 
Delaware 39. C-F 14 
Florida — 189 | Ford 88 
Illinois 167 Ford 440 
Indiana 453 | Chev. 181 
| Michigan 564 | Ford 267 
Minnesota 329 | Chev. 134 
| North Dakota ao Ford 34 
lS. Carolina 928 | Ford 54 
Utah : 114 | Chev. 63. 
[Vermont 83 | Ford a7 
|W. Virginia’ 175 | Chev. 76 
| Wisconsin — a $18 |C-F © 
| KE 
C—Chevrolet; D—Dodge; DT— 


His aggregate | France-Republic; R-Reo; S—Studebaker; W—White, 


\ 
| Second 


First | 





Third Fourth | Fifth | Sixth 

Ford 7 Int. i \ance.6—™m™CéCmCilLhhCUC™CdCLTCtC=“‘<‘i‘CSOé;O!CO 
Chev.  87|Int.  27|DT 9 | Federal 7| Dodge 6 
“Chev. 159 Int. 53 DT  20|Dodge 18|G-R 9 
Chev. 108 | Int. 31 | GMC 14 Ind. £13 | Dodge 12 
‘Chev. ‘142 | Int. 49 | Dodge 26 | GMC 15 | Stude. 11 
Ford 110 , Int. 26 | Dodge _20 | Reo 12 | Mack 7 
Chev. 17. Int. 9|GMC 3. Dodge 2] Stude. =f 
Chev. 52 | Dodge 6 | I-In-S-W 1) ey rs 
Ford 15 D-In 3) Mack 2|GMC 1 ae 
“Chev. 11|int. .5|DT-D .2|1G-R +: ~ 

“Chev. 48 | Dodge _12 | Int. “7 | Reo 6 | Indiana 8 
Ford 87 | Int. _—*:17:| Dodge 10|GMC ‘5 | DT-s ae 


—— 








Second | Third | Fourth | Fifth | Sixth 
} } 

twa «1ion tin: at — aoa 
Chev. 69 Int. 7 1| Dodge 6 Reo 5| GMC 2 
Chev. 169 | Int. 59 Dodge 31 ! DT 20 | Reo 12 
Ford 148 Int. 41 Dodge 23 | GMC 14 Indiana 13° 
“Chev. (175. Int. 38 | Dodge 21 | GMC 17 | Reo 16 
Ford 118 Int. 33 Dodge  15|DT ll | Stude. 6° 
Chev. 30 Int. 21 | GMC 3 Mack 31 Dr-D-h-s i 
Chev. . 53 | Dodge 8 GMC 6 Int. iiuan”~:*téi<iaS* 
Ford 36) Int. 7 )| Dodge 5 | Stude. 3\|amMo 
Chev. 34) Int. 6|D-I  2)|G-WwoO 1 ~ ae 
Ford 69 Int. £8 Dodge 7\|Reo  |.5|GMC $3’ 
Int. 42 | Dodge _15| GMC —*9'| DT 8 R-S e 
¥Y TO ABBREVIATIONS AND SYMBOLS 
Diamond T; F—Ford; G—GMC; I—Indiana; In—International; LFR—L# 


WO—Willys-Overland, 
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Every Shoulder to the Wheel 


N his message of congratulation to Franklin Roosevelt, 
President Herbert Hoover expressed a sentiment that | 
every man in the country, particularly every business man, 
may well take to heart. Mr. Hoover said: “I congratulate 
you on the opportunity that has come to you to be of service 
to the country and I wish you a most successful administra- 
tion. In the common purpose of all of us I shall dedicate 
myself to every possible helpful effort.” 
The business-disturbing campaign is over, its result 
largely discounted. Every man of us now has a plain duty 


to buckle down to work and bend every effort toward lifting 
business out of the morass in which it has been bogged. 

We in the automotive field have some factors that fight 
on our side. Ownership of motor vehicles has largely 
decreased, though the desire to own them is just as strong 
as ever it was. During the long period of depression the 
manufacturing companies have followed with growing | 
intensity the principle of gearing production to actual | 
demand. For several months production has actually been | 
held below sales. This has resulted in clearing dealer stocks 
to an unprecedented degree. The retail division of the! 
industry enters the new year without the obstacle that has | 
sometimes existed of being obliged to get rid of an overstock | 
of the previous vear’s cars. | 

Obviously, motor vehicle sales in 1933 will reflect in 
great degree the condition of general business. Next year is | 
certainly not going to be a 1928, yet there are factors which 
give reason for hope that it will show a definite improvement 
over 1932. For more than three years the American people 
have bought at less than their normal volume of most things | 
that go to make up modern life, automotive equipment among | 
others. Even a slight loosening of the purse strings will be 
reflected immediately in general business and in our own 
particular automotive field. 

It is somewhat the fashion to sneer at hard work as a 
panacea, but there is reason to believe that hard work, abetted 
by general need for many products, will yield its accustomed 
harvest in 1933. If all of us follow President Hoover's sug- 
gestion and dedicate ourselves “to every. possible helpful | 
effort,” we can look forward to 1933 with a reasonable | 
degree of understanding optimism. 


we Tax Relief 














— 


NE of the most important questions that the automotive | 


industry in all its branches is going to have come before | 
it this year and next is that of taxation. Our industry has | 
been burdened with taxation until it may be said to be stag- | 
gering. To put it another and more constructive way, if the | 
tax burden were lifted from the shoulders of the automotive 
industry today, if all taxes wefe miraculously wiped out (and | 
certainly that would be a mircle), the business would sae 


AUTOMOTIVE CHIEFS 
SEE UNCERTAINTIES 


REMOVED BY ELECTION 


(Continued from Page 1) 


great favorable fact for you and for 
us is that this election, with its un- 
certainties, is finally over and to- 
gether we are now in a position to 
forge ahead in national and indi- 
vidual recovery. As a nation-wide 
organization, let us with renewed 


| vigor, place ourselves shoulder to 
shoulder squarely behind the United | 


States.” 


Alfred P. Sloan, Jr., president of 


General Motors Corporation, in an- | 


swer to inquiries with respect to the 
effect of the election on the business 
trend, makes the following state- 
ment: 

“In my opinion there is gorund for 


ithe thought that there will be a 


certain amount of hesitancy as a 
result of the change in administra- 


{tion until more is known of what 


the new policies are to be. This 
suggests the prime importance and 
helpfulness of the earliest practical 
announcement of such policies, as 
well as the names of the individuals 
who will be directly concerned. 


mandate given the new administra- 
tion is certain to establish great 
confidence the world over that na- 


| tional and international questions 


vital and fundamental in the build- 
ing of a broad foundation of eco- 
nomic recovery will now be dealt 
with aggressively and constructively, 
something that has apparentiy been 
impossible before. 

“In balancing these two influences 
one against the other, I am confi- 
dent that business will push forward 
aggressively. That, at least, will be 
the policy of General Motors Cor- 
poration. We must always remem- 
ber that this country of ours is 
greater than any individual or group 
of individuals.” 


KENTUCKY TRUCK 
LAW SPURS DEMAND 


NOVEMBER I1, 1932 


In This Corner.... 


Opinions, suggestions, complaints, criticisms, grievances or what 
Open to every one to say anything, anyhow, any time. The 








have you. 


communications printed in this department represent the ideas and 
They are not necessarily ours. 
something to say on any phase of automotive activity, wholesale, retail 
or abusive, let us hear from you and we will tell the world. 


| opinions of our readers. 
| 















If you have 


Fight for Fair Truck Tax 


Automotive Daily News: Both the 
news Story on the front page of your 
|issue of November 5 and also your 
leading editorial in the same issue 
were of great interest to us. 
| The condition outlined was fore- 
seen by those in Nebraska most di- 
rectly interested months ago, and 
from this and a study of what has 
happened since and is happening 
came the idea for this organization 
(Nebraska Division, Motor Trans- 
portation League), an organization 
of “all those whose livelihood de- 
pends on trucking,” to quote your 
article. 

We are glad to note that the truck 
manufacturers have at last awak- 
ened to the seriousness of the situa- 


|tion and are lending their efforts 
“On the other hand, the strong | 


and their money to a constructive 
solution of the matter. 

Our organization hopes to do, 
among others, the following things: 

To urge against the imposition of 
unfair, 
taxes upon motor transportation. 

To urge strict compliance with an 
enforcement of all laws and regu- 





| lations governing motor transporta- 


tion. 
To assist legislative bodies to de- 


termine what constitutes fair regu- 
lation and just taxation upon the 


industry. 
To co-operate with public officials 


in stamping out the avoidance of 
license laws and evasions of the) 
gasoline tax or any other proper tax | 
upon highway transportation. 


gaged in motor transportation as a 
business and all those businesses de- 
pendent wen tae room 6 this form of wane 





LIGHT EQUIPMENT MANY NEW PRODUCTS 


(Continued from Page 1) 


which is the present owner figures | 


TO BE EXHIBITED AT 
DETROIT JOINT SHOW 


to trade his old and heavy equip- | 


| ment in on the new stuff, and where 
in the world is the dealer or fac- 
tory branch manager going to find 
an outlet for this heavy suit? 


INJUNCTION AGAINST 
CLOSING TEXAS GAS 


FIELD EXTENDED) 


| first time, 


Austin, Tex., Nov. 10.—A _ three- 
judge Federal court has ordered a 
| temporary injunction continued in 
effect, pending final decision on the 
application of Texhoma Natural Gas 
Co., Cities Service Co. and others 
for a permanent injunction restrain- 
ing enforcement of a Railroad Com- 
mission order closing a portion of 
the West Panhandle natural gas 
field and restricting the rest of the 
field to 4 per cent, of potential pro- 
duction until such time as connec- 
tions were made to all wells of in- 
dependent operators in the area. 

The order was made at the close 


of arguments and testimony in the | 


| case, with final decision taken under | 
advisement by the court. 


A. R. A. TO REPORT ON 
CAR SHIPMENT BY RAIL 


Detroit, Nov. 10.—The American | 


(Continued from Page 1) 
be an almost complete dramatiza- 
tion of a brand new edition of the | 
wholesalers catologue running the 
entire range of parts, accessories, 
tools. service equipment and sup- 
plies. Many of the products are be- 
ing placed on the market for the 
while others represent 
changes in design, style, or utility 
tc meet the conditions arising from 
advances in design and construc- 
tion of automobiles and trucks. Ac- 
companying the introduction of new 
or improved products will be the 





dising metliods, 
and sales helps. 

“The 1932 Joint Trade Show can- 
not fail to be an inspiration to every 
one connected with the industry,’ 
declared M. C. DeWitt of the Cham- 
pion Spark Plug Company, chair- 
man of the joint show operating 
committee. “With this impressive 


promise of the introduction of new | 


contacts with factory 

| meetings with other jobbers, reduced 

railroad and hotel rates, 

|many other 

fail to see how any invited jobber 

= afford to stay away from De- 
oit. ” 


VOLUME OF ‘GASOLINE USED 


ably pull itself up by its bootstraps and go ahead to a sub- |Railway Association shortly will pub- | IN CONNECTICUT SHOWS DROP ; 


stantial prosperity in the immediate future. 

When Michael Faraday discovered the production of | 
electric current, the news was finally handed on to William | 
Ewart Gladstone, then prime minister of England. Mr. Glad- 
stone asked: ‘What good is it?” Faraday was naturally | 
startled by such a point of view, but he finally < answered: 
“Some day you will be able to tax it.” 

And that, unfortunately, seems to be the single idea 
still lodged in legislative heads. 
been taxed to the limit of its ability to pay. In fact beyond | 
that shadowy boundary, because it cannot pay and show a/| 
profit. There is a chance that within the next few months | 
our industry can wage a winning fight to get some relief 
from its tax burdens, but it will call for a united front and 
the utmost pressure brought to bear on all legislative bodies, 
national, state and local, 


| lish its report dealing with automo- | 
| bile shipment by rail. It is expected 
that this report will emphasize the 
| possibility of railroads recapturing 
lost automobile traffic through the 
use of mechanical auto loading de- 
vices replacing more costly methods | 
now in general use. 

Interest in this particular rail- 
road problem is shared equally by | 


turers and dealers. This is evi-| 
denced on the part of the carriers 
| by the research work of the associa- 


tion. That the motor manufacturer | 
and dealer likewise considers vital | 


the problem of reducing shipping 


Hartford, Conn., Nov. 10.—There 
has been a decrease in the volume 
of gasoline used in the state of 
Connecticut for the first nine 
|months of this year as compared 
| with | the same period in 1931, figures | 
obtained from the State Depart- | 


|}ment of Motor Vehicles reveal. The | 


| total for 1932 is 175,257,077 gallons 
as compared with 176,623,793 gallons 


The automotive industry has |carrier chiefs, automobile manufac- | |in the same period last year, a fall- 


ling off of 1,366,716 gallons. 


AL ABAMA LEGISLATURE VOTES 
TO INCREASE GASOLINE TAX 
Montgomery, Ala., Nov. 10.—The 

| bill increasing the Alabama gasoline 


costs is apparent from numerous|tax from 5 to 6 cents has been 
inquiries received by manufacturers | passed by the state legislature and 


of mechanical loading equipment. 


sent to Gov. Miller for his action. 


regulatory laws or unjust | 


To promote the trade of those en- | 


announcement of better merchan- | 
advertising plans, | 


products plus the inducement of | 
executives, | 


and the, 
show advantages, we} 


portation as shippers and suppliers, 
| The methods to be employed in 
| bringing about these things will in« 
| clude the compilation of accurate 
| statistics and analysis of every phase 
|of motor transportation including: 
| Service, volume of business, accident 
| records, employment, taxation, high- 
| way financing, insurance and costg 
|of operations. 

To do this we purpose the using of 
our magazine, the issuing of bule- 
letins and letters, the maintenance 
of an information and reference 
|bureau for public officials, legisla-« 
| tive committees, etc. The establishe 
jing of a speakers’ bureau for lecture 
| ers on safety, service, taxation, 
regulation, etc.; to meetings of busi- 
ness men, trade and agricultural 
organizations, employees and other 
groups and by keeping membership 
informed as to laws, rules and 
regulations governing and applicable 
to motor transportation. 

The foundation we have laid in 
this connection we believe to be 
sane, constructive and workable, 
So far we have some fifteen 
hundred members ouf of a mem- 
bership that should be, at least, 
forty thousand for the state of 
Nebraska. So far practically every 
|} dollar of finances used has come 
from the trucker and were we able 
;to secure like assistance from the 
allied industries we would be able 
jin a very short time to attain our 
membership goal to promote in a ree 
| sult- -getting way the aims and pur- 
poses of our organization. 
CHARLES E, HALL, Secretary, 
| Nebraska Div. Motor Transportation 

League, Omaha, Neb, 


| COMING EVENTS } 





NOVEMBER 
Glasgow, Scotland. Motor Show. 
ia. lenAtinnte Ga. National Tire Dealers’ 
(ees 
15-13 — on, Tex. American Petroleum 
Institute Meeting 
1j—Cleveland, oO Storage Battery 
| Manufacturers’ Trade Practice Cone 
ference. 
19—Charlotte, N. C. North Czrolina 
Truck Owners’ Association, meeting. 
Aeronautical 


| 18-Dec. 4.—Paris, France. 


Show. 
DECEMBER 

1l- 2—Washington, D. C. Highway Ree 
search Board, meeting. 

?- 3—Detroit. National Standard Parte 
Association Convention. 

5—New Orleans, La. Association of 

Asphalt Paving Technicologists 

he O— Row Vere. Annual Meeting A. &, 
M. : 

5-10—New Yerk. Power and Mechanical 
Engineering Exposition 

5-10—Detroit. Motor and Equipment 
Manufacturers Association, convene 


tion, Hotel Statler. 

5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Associatiom Convene 
tion Hall 

6- 8—New Orleans, La. 
sociation of Finance 


National Ase 
Companies, 
annual convention 
12-15—Springfield, Il. Automotive Trade 
Association annual convention, St, 
Nicholas Hotel. 


JANUARY 


7-14—New York City. National Auiomoe 
bile Show, Grand Central Palace 
7-14—San Francisco, Cal. Motor Car 
Dealers’ Association of San Frane 
| cisco. show. 
7-15—Los Angeles, Cal. Los Angeles Motor 
Car Dealers’ Association, twentieth 
annual show 
8-14—St. Louis. Automobile Dealers Ase 
sociation Show, Midwest Terminal 
Building. 
9—New York, N, Y¥. Society of Autoe 
motive Engineers’ Show. meeting 
12—New York. Annual S. A. E. dinner, 
Hotel Pennsylvania. 
, 14-21—Newark, N. J. Newark Aiutomoe 
bile Dealers’ Association, show. 
| 15-21—Cineinnati, O. Cincinnati Autoe 
mobile Dealers’ Association, show. 
16-20—Brooklyn, N. ¥Y. Annual Show. 
16-23—Detroit. Highway and _ Building 
Congress ¢ 
21-28—Boston, Mass. Boston Automobile 
Dealers’ Association. Boston Com- 
mercial Motor Vehicle Association, 
show. 





| 21-28—Detroit, Mich. Detroit Automobile 
Dealers’ Association, show 

| 22-26—Detroit. Annual S. A. E. meeting, 
| Book-Cadillac Hotel, 


27-Feb. 15—Cairo, Egypt. Internationa] 
Salon. 
| 28-Feb. 4—Chicago. National Automobile 


Show. Coliseum 
28-Feb. 5—Washington, D. C, 
Automotive Trades 
| show. 
| FEBRUARY 


4-11—Indianapolis. Twenty-second annual 
show, Indiana State Fair Ground 

| 9-11—Springfield, Ul. Springfield Autoe 
mobile Dealers’ Association, show. 

11-18—Kansas City, Mo. Kansas City Moe 
tor Car Dealers’ Show. 

27-Mar. 14—New York City. Chemica) Ex« 
position, Grand Central Palace 

20-21—Cleveland, 0, National Petroleum 
Association, 


Washington 
Association, 
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OOK COUNTY TRUCK | Reducing Color Complexities 


SOME TRUCK FLEET OPERATORS ‘‘ 


TRAIN DRIVERS ON THE JOB 


Training on the job, as 


the name implies, is training 


the driver while actually at work on the route, 


For new men, some truck fleet 


operators believe that training on 
the job usually begins with a tour 
of the plant. In some cases the 
new men are employed in the plant 
for a limited period. One company 
reports that its beginners 
from one to three months in dif- 
ferent departments learning the 
company's methods of manufactur- 
ing, accounting, selling, delivering, 
etc. This, the company advises, 
qualifies the man, when assigned to 
a route, to co-operat: intelligently 
with every division of the business. 
By working for a time in the ac- 
counting department, fe: example, 
he comes to understan. and appre- 
ciate the department's special prob- 
lems, and is much more Il're, to 
turn in his records in the manner 
desired. It is said that similarly 
helpful co-operation is secured for 
other departments. From the plant, 
the beginner goes to the route, 
where, under a supervisor, he gets 
his first training calling on the 
trade. 

One of the companies using this 
system gives this description of it; 
method of “trainins on the jub”: 


The new man first has a talk with | 


the sales and plant managers, and 
then is conducted through the plant 
by the production superintendent, 
accompanied by the plant manager. 
Each operation is explained to the 
man in simple terms that he can 
understand. The plant manager 
draws the attention of the new man 
to the responsibilities of the super- 
intendent, so that the necessity for 
co-operating with him will be evi- 
dent. 

The new man is now ready for 
training on the route. A super- 
visor takes him in hand and actu- 
ally rides the route with him for 
training purposes. This training is 
given according to a definite pro- 
gram based on a job analysis. When 
we started our training work, we 
first had a sales manager ride the 
route with one of our salesmen and 
observe every act he _ performed 
from the time he arrived at the 
plant in the morning until he left 


at night. This was done with a 
number of men and the results 
summarized. From this study we 


prepared a list in which every job 
done throughout the day by 
routeman was set down in its proper 
order and numbered. Next we pre- 
pared a paralle! list in which 
set down what the routeman ought 
to know in order to do each of these 
jobs efficiently. This second list 
we called our knowledge require- 
ments list. This is now used by the 
supervisor as a guide in the train- 
ing of every new man who is taken 
out. 

To make the training as easy as 
possible, the jobs are arranged in 
the order of their complexity. Some 
jobs are too complicated for the 
man to understand on the first day, 
or even the third or fourth day, 
By training the man in the easy 
jobs first, he is ready for the 
harder jobs as they come along. 
Thus he makes even and rapid 
progress. Should he attempt to 
day, he would get wrong ideas and 
become confused. We have listed for 
each day of the initial training period, 
what thezman is to be taught that 


day. This list instructs the super- | 


visor whether the man is merely to 
observe the supervisor do a certain 
job, whether he is to be given in- 
structions in performing it, whether 
the man himself is to perform it, 
or whether the man is to be as- 
signed full responsibility for its 
performance in the future. 

For this training we use the de- 
veloping method, and our object is 
to get the man to think. We bring 
him into contaet, with the jobs and 
the problems they present, and in- 
Stead of telling him what to do, we 
encourage him to think out the best 
solutions for himself. In this way 
we develop thinking men, who are 
able to meet situations as they arise; 
men who are flexible and easily 
adaptable to changes in our sales 


operations and much easier to man- | 


age and work with. 
The training on the route is sup- 
plemented by training and demon- 


strations in a model store at thesary and desirable, there is a sharp 





spend | 


the | 


we | 


é Se _ — 


plant. In helping the man teach 
| himself salesmanship, for instance, 
we take a simple, familiar object, 
like a jackknife, and let him sell 
it to his supervisor or another sales- 
man, according to the four familiar 
| selling steps: (1) Securing favorable 
attention, (2) interesting the pros- 
pect in the product, (3) creating de- 
| Sire in the prospect for the product 
and (4) closing the deal. Then we 
pass on to other simple objects. 
| When the new man sees how easy 
it is to sell, if done in the right 
way, he becomes enthusiastic. We 
then let him start in on our various 
products and accustom himself to 
selling them. 

After he has mastered the funda- 
mentals and developed a _ strong 
positive attitude, we begin to feed 
him objections and the more dif- 
ficult problems. We are very care- 
ful in the beginning, however, not 
to confuse and discourage him. 
Many sales managers make this 
mistake, frightening the man until 


| he develops faulty complexes, or 
|} until, as in some cases, he quits. 
This practice does not take into} 


account the principle of learning. 
| AS we have stated above, a man 
learns one thing at a time, and 
simple things first. He does not 
learn by having a complicated and 
bewildering mass of facts thrust at 
him. 

Each day, on returning from the 
route, the new salesman stops in 
to see the sales manager. The latter 
asks him a few questions to direct 
his thinking and to emphasize the 
| more important aspects of his train- 
ing for that day. These questions 
| have been worked out in advance 
|} from the day to day program of 
| training referred to above. 

In training our experienced men 
we follow the same principles as in 
| training our new men, both on the 
| route and in the mode] store. The 
only differences are of subject mat- 
ter and emphasis, and not in train- 
|ing methods. Our experienced men 
|require continuous training to im- 
prove their performance and to help 
them sell new products. Our train- 
| ing keeps them educated to our new 
| sales promotional! activities and pre- 
vents them from becoming routine 
performers. We believe that train- 
ing is a continuous process that will 
be necessary as long as the company 
| remains in business. 
Training on the job, as just re- 
| lated, is usually a responsibility of 
| the supervisor or route foreman. To 
| supplement this work and to check 
|the progress made by the salesman, 
|some companies call in the route- 
}man at weekly or other intervals for 
| personal conferences. These con- 
ferences permit the sales manager 


| 


(Continued on Page 7) 
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(Continued from Page 1) 
767 in September and 926 for Oc- 
tober last year. 





jistrations for Cook County in 


October, compared with September 
|this year and October last year: 
Oct Sept. Oct. 
1932 1932 1931 
| Ford 57 290 125 
| Chevrolet 43 43 105 
| International 17 17 26 
| Diamond ew wawes 9 7 21 
1 EIOGBOS cc cccccces 8 7 10 
GHG? 96st ceeeee 4 1 13 
| Available ....... 2 2 0 
1 HIOMNEY: coccccce 2 0 0 
DUPRE, Seesecnes 2 2 0 
SPOGCTAL ccveccses I 0 3 
SREACR .cccccccces 1 1 4 
PEERY cvcsscvece ] 0 0 
| Miscellaneous 0 17 15 
For the second month of the year 
|\Ford topped the listings for all 


|makes for the ten month period. It 


|had a margin over Chevrolet the 
|first of November of 255 registra- 
tions. Ford totaled 904 and Chevro- 


let 649 for the period. 

International mainjained third 
position having 291, which compared 
with 407 for the ten months last 
year. Diamond T, GMC and Dodge 
were the only other makes to show 
listings of better than 100. 

New truck registrations for the 
county for the ten months this year 





with comparative figures for the 
same period of 1931 follow: 

1932 1931 
errr 904 2,448 
ED dae keke 649 1,086 
| International ..... 291 407 
Diamond T ....... 183 250 
SEE 6ac.vncdsdcewe 158 161 
SEOGO tc ccccacscess 126 201 
| Mack pewedsans 45 60 
Fee -iscuee i 37 34 
Reo 34 41 
0 ee 31 
|Nelson & Le Moon. 29 60 
[TE cebckeaenes 28 35 
SEN oars pe buened 27 29 
S WUOENEE. v0 cevcccecs 24 47 
SEED, cGcctaw vas 24 59 
CO ere rere 21 33 
| Studebaker ‘ 19 28 
| Willys ‘ 8 19 
Te ciehenesadade 6 6 
SEG: scsitnedten 4 3 
| Super ao 0 
iIndiana ....... 4 33 
| Hendrickson 3 23 
|Rieland & Bree 3 13 
| Chicago 3 22 
| Stewart 2 20 
| Ward .......seeeee 2 0 
LPEMOEMIEED. 24.00 cece 2 0 
Willys-Knight ] 2 
Thorne oneness 1 0 
Twin Coach ..cccce 1 0 
|Highway .......... 1 0 
Ahrens-Fox ..... 1 0 
Ee os ee 1 1 
OS Rr 1 0 
Case Tractor ...... l 0 
Pierce-Arrow 1 0 
ROE. cn nccccence ] 0 
\American La France 1 0 
aivahe 0 106 


' Miscellanous 


Oregon Defeats Rail-Truck 


Bill by 20,000 Majority 


(Continued from Page 1) 


|place the truck operators under 
Federal supervision are now pending 
in Congress. Mr. Dempsey believes 
that at least one of the bills may be 
reported out by the Senate Commit- 
|} tee on Interstate Commerce during 
the coming session. This is the 
Couzens bill. 

The truck operators hope to pre- 
|sent a concrete plan to remedy the 
|nation’s transportation ills when 
Congress meets in December. Mr. 
| Dempsey declares that by bringing 
trucking under the authority of the 
|Federal government al! current 
| legislative wars, such as those waged 
| between the states of New Jersey, 
| Pennsylvania and Maryland, will be 
permanently eliminated. Freight 
|rates, which would be regulated by 





| difference of opinion as to the type 


| 


| 


| 


| 
| 
| 


of regulation required. It was to 
harmonize these differences that the 
Joint Committee of Railroads and 
Highway Users was organized. 

The railroads would naturally like 
to see the same measure of control 
which they are subject to applied 
to the truck operators. 
opinion in the automotive industry 
is that the railroads are hampered 
by too much regulation, and that the 
nature of truck transportation is in 
many ways so different that fewer 
regulations are necessary to exercise 
a proper measure of control . 


| STUDEBAKER ADDS 


| the government, would place the in- | 


|dustry on a sound economic basis | 


land benefit the public, in the opin- 
}ion of Mr. Dempsey, a nationally 
| known transportation expert. 
While both the railroads and truck 
operators in most instances are in 
agreement that Federal control of 
truck transportation is both neces- 


NEW TRUCK DEALERS 

South Bend, Ind., Nov. 10.—The 
Studebaker Corporation announces 
the following new commercial car 


| dealers: Hanapepe Service Station, 


Hanapepe, Kauai, T. H.; Gilbert 
Sales Company, Corkin, Ky.; P. & 
N. Motor Company, Old Forge, Pa.; 
Beth-Allen Sales Company, Allen- 
town, Pa. 


SALES OFF IN OCTOBER 


Following are the new truck reg- 


However, | 


By S. C. ROBBINS 


Automotive Sales, 
Dabney Company 


| 
| Director Jones- 


The renewed interest in and re- 
cent trend toward reducing the 
|}number of color suggestions offered 
for painting motor cars is in har- 
mony with the position Jones-Dab- 
|ney Company has taken in _ this 
|}matter for many years. The hope- 
lessness of the color situation has 
been apparent to us for a long time. 

However, we did not realize its 
acuteness until the late fall oi 1930, 
when we were making ready to an- 
|nounce a new series of color sugges- 


|tions consisting of a_ thirty-six 
| 

| three-group range. a total of only 
108 colors, but each one chosen 


| strictly on its merits as a safe. de- 
|}pendable, durable product from a 
| standpoint of both production and 
|service. The entire range had been 
carefully calibrated with reference 
to color value and intensity accord- 


jing to the Jones-Dabney chroma- 
| scope In developing this unique 
color arrangement in graduated 


steps we were thinking not only of 
color harmony, but were endeavor- 
ing to offer an _ interchangeable 
color service that would help solve 
our customers’ obsolete  lacque! 
problems as well. 


With these thoughis in mind, we 
worked out what we considered a 
very rich selection of colors. Just 


| when, we had them ready to ‘as- 
ijsemble we discovered we had not 
|yet named them, so we started look. 
jing about for appropriate names for 
jour new color series, and, much to 
our surprise and disappointment, 
there were no names left, They had 
jall been used. In our 
|naturally thought of trees, 
tains, cities, jewels, birds, states, 
animals, and a number of\ other 
things, but they had all been taken. 
This condition not only gave us con- 
cern for fear we would be unable to 
find suitable names for our beauti- 
ful color series, but it aroused our 
curiosity, which resulted in some 
very interesting research work, fi- 





moun- 


| ne ur checki up on! 
nally leading to our checking up | quer 


| the colors which had been and were 
ibeing offered the automobile in- 
|dustry, We eventually worked it out 
|to a point where we felt it safe to 


estimate there were, at that time, 
perhaps 37,500 different colors, or 
| possibly, we shoulc say. that many 


names of colors being offered by the 
various lacquer vendors. This dis- 
covery resulted in further investiga. 
ition, which disclosed some rather 
startling facts. Among these facts It 
was found that it was impossible to 
take two base colors, black and 
white, and three primary colors, red, 
blue and yellow,, which are all the 
colors we have to start with, a total 
of but five, and with them produce 
37,500 different shades that are far 
enough apart in color value to be 
| detected by the ordinary human eye. 
In fact it is safe to say that these 
five base and primary colors could 
not 
lcent. of that number in 
variation to make any difference 
|with 99 per cent. of the people who 
buy automobiles. 

Of course, there are always a few 
jeccentric persons who must 
|their cars painted in some fresk 
color of their own Selection. Then, 





have | 


t 
| 


selecting business had grown into 
quite a sizable industry al] of its 
own. Each lacquer salesmar. carried 
around an armful of color panels, 
chips, cards, doors and other par- 
aphernalia, which he felt might help 
him prove he had the grandest col- 
lection of outlandish colors in cap- 
tivity. Some of the companies even 
sent artists as advanced guards on 
ahead of the salesmen with a load of 
color suggestions. Color selecting be- 
came so confusing and complex that, 
in self-defense, the automobile man- 
ufacturers were forced to install 
special depurtments, manned by a 
staff of rea! artists, just to sort, 
pick, discard and finally locate a few 


| Substantial, dependable colors from 


; cent, 


all this deluge, so they would not 
send their cars out decorated like 
floats prepared for the Mari Gras 
parade. 

A brief study of this condition was 
enough to convince us that it was 
unfair to the automobile industry 
to burden it with such a multiplic- 
ity of colors, when in reality no more 
than twenty-five shades were being 
used year in and year out in any 
really appreciable quantities. Not 
only was it unfair, but it was an 
economic. waste to which Jones- 
Dabney was unwilling to contribute. 
Our own observations, together with 
the views of uor customers, proved 
to us that when the automobile 
builder and the public were allowed 
to select the colors they liked, and 
wanted, without undue influence or 
high-pressure salesmanship, 75 per 
or more of the automobiles 


|manufactured would be painted in 


| It 


| black and the darker shades of blue, 


|The remaining 25 * ce 
search we) e ew - 


would 
be largely the more subdued shades 
of brown, maroon, green and gray. 
is also generally recognized 


;among automobile production men 


| colors 


and lacquer experts that these con- 
servative colors are much more 
economical and satisfactory from @¢ 
standpoint of production, as well as 
more durable in service 


Up to a short while 
an annual occurrence for 
manufacturer to soft-soap, 
whenever possible, the automobile 
manufacturer into starting his new 
production off with a lot of noisy 
“Just to dress up the show- 
room” was a stock argument for 
loading up the automobile manufac- 
turer with all the trick colors pos- 
sible, which inevitably left him with 
several thousand gallons of obso- 
lete lacquer at the end of the sea- 
son, but this made business for the 
lacquer people, and experience had 
taught them that if they were to 
squeeze in this additional volume of 


ago it was 
the lace 


| business resulting from obsolescence 


| they 


be blended to ever. get 10 per} 
sufficient | 


must do so before the public 


got a look at the new cars. 

It has been interesting to observe 
that each year as the season ad- 
vances the public demands more 
cars finished in olack and dark blue, 
It makes no difference what colors 
the season starts with, it is certain 
to end up with around 75 per cent, 
of the cars being painted dark blue 
and black—anc@ when we say dark 
blue, we mean just dark blue. Therd 
are a couple of dozen shades of this 
color, any one Of which is accept 
able. There is not one prospective 


| automobile purchaser in a thousand 


too, we will always have with us the | 


occasional woman with an 
developed ego and an underdevel- 
oped sense of good taste, and she 
wants her car painted to match a 
piece of delicate baby blue or helio- 
trope cloth, which she submits, and 


automobile plants freqhently sus- 
pect was clippec from a chemise 01 
some similar feminine garment. 

Our investigation also showed that 
| there were less than 100 colors which 
amount to anything so far as good 
taste and constant steady appeal go. 
It was found, for example, one of 
the popular shades of dark blue was 
being offered by the various lacquer 
|manufacturers under approximately 
1150 different names. The color 
service phase of the lacquer busi- 
i ness, we found, had obviously de- 


longer names for last year’s colors 
| The competition for unpronounce- 
able names to give old colors had 
j}reached a point where there seemed 
ito be a threatened danger of the 
|Pullman Car Company taking the 
matter before the Federal Trade 
Commission on the grounds of 
| monopoly. 

As odd as it may seem, the color 








over- | 


lits chroma 


which the busy tobacco-chewing en- | 
gineers and production men around | 





| automobile 


who gives a rap about the exact hue 
or color sensation this blue has, 
They do not care whether it obtaing 
rating by a hop. step 
and a jump, or whether it makes it 
by sliding off left tackle. Just some 
shade of cark blue is O. K 


There is one thing, however. the 
prospective automobile buyer is 
keenly interested in with reference 
to his paint job, and that is how 
long after he gets delivery before 
the finish will take on that smoky, 
ashy appearance that resembles a 
bad dose of frostbite. He may alsd 
desire to know, in case he does find 
himself hooked with such a finish, 
how many times he can polish it 
without being down rubbing on baré 
metal. These are perfectly legiti~ 


|mate questions for any prospective 
|; motor car buyer to ask, and a Satis- 


factory answer to them, backed up 


veloped into digging up bigger and | DY proof, represents the difference 
| between increasing goodwill and de- 


creasing it. 

Building good will and increasing 
sales through the 
medium of an improved paint job 
that will keep a car sparkling lik¢ 
new for years, is an oppomunity 
the automobile industry has yet to 





(Continued on Page 6) 








6 


AUTOMOTIVE DAILY NEWS, FRIDAY, NOVEMBER 11, 1932 








Production -- Engineering -- Factory | 





Reducing Color Complexities 


(Continued 


develop. There is some real funda- 
mental sales psychology wrapped up 


in this line of reasoning, and it 
possesses advertising and _ sales- 


building possibilities which will yield 
big profits. For example, it is an 
established fact that a lacquer can 
be made for finishing automobiles 
which will never require polishing 
or waxing, after the car leaves the 
factory, to keep the finish looking 
lustrous and attractive for three or 
four vears, It requires little knowl- 
edge of the stuff from which sales 
and good will are made to under- 
Stand a car owner is much more 
favorably impressed with such a 
finish than he is with one that gives 
his car the shabbiest appearance of 
any in his block, regardless of the 
time and money he spends rubbing 
and polishing it. 

Another thought is that though 
there may be some unsatisfactory 
feature about the car other than the 
finish, tew people, except the owner, 
know about it; while if the finish is 
dull, streaked, chalked, off-color, and 
rubbed through, giving the car a 
general dilapidated appearance, 
every one Knows about it. The finish 
is the first thing seen about a motor 
car. This is where that unbending 
law of “first impression,” either 
consciously or unconsciously, gets in 
its work. In other words, the paint 
job on an automobile is either work- 
ing for or against the manufacturer 
every minute. It is constantly 
reaching out and gathering in first 
impressions. The influence of these 
impressions naturally depends upon 
how the finish has withstood the 
ravages of time. It may be a last 
year’s or a year before last model, 
but it still has the manufacturer's 
name plate on it, and “by their fruits 
ye shall know them.” It is not what 
We tell people that counts, but what 
we prove to them. 

A paint job designed with the idea 
of keeping the car looking sleek un- 
til it can be moved off the dealer's 
floor is, without question, one of the 
most expensive pieces of advertising 
a@ manufacturer can possibly put out 
It is not enough to say that the 
finish can be kept shining if the 
owner will polish it every few weeks. 
That costs money and takes time 
Besides, in the majority of cases, the 
owner will not take such care of his 
finish. Then its shabby appearance 
automatically reflects upon the 
manufacturer, which means his good 
will account is being reduced by just 
that much. We need observe but a 
few cars in traffic to discover that 
only a small percentage of owners 
do much polishing or waxing of their 
car finish, and the more difficult | 
the finish is to care for the less | 
pride 1t stimulates in the owner and 
the less attention it gets. That is 
why it is important, if the motor car 
manufacturer would take advantage | 
of the advertising value of a durable 
paint job, for him to force the lac- | 
quer manufacturer to supply a 
lacquer that will keep his cars shin- 
ing without depending upon the 
public to take care of the finish. 

There is ample proof in traffic 
that a finish can be applied to an 
automobile which will have just as 
much life and luster after three or 
four years in traffic as it had the 
day it rolled off the production line. 
What is more important as a sales 
advantage is, it has been unneces- 
Sary for the owner to spend either 
time or money polishing or waxing 
his finish. Just an occasional wash 


is all that is necessary. Such a 
finish, that costs no more in the! 
first place than a poor one, will ! 


help to make a walking, talking ad- | 
vertisement of the owner, and 
money can buy no better publicity. 

It would be interesting to know, 
if there were some way to determine, 
how much good will and business | 
poor quality lacquers have cost the 
automobile manufacturer. It is very 


certain that a car with a shabby 
finish running around in traffic is 
generating no _ business for the 
maker. It is also certain that when 


the motor car manufacturer spends 
millions advertising his car and 
then, for example, a person who has 
just been studying one of those ad- 
vertisements which tells him all 
@bout the important features, par- | 


| really 


| finish, it 
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ap- 
street 


ticularly stressing beauty and 
pearance, steps out on the 
and happens to see one of that same 
manufacturer’s cars go by with the 
finish looking like the paint job on 
a dump truck, his enthusiasm is 


bound to drop several degrees. Fur- | 


thermore, it would only be human 
for him to, at least unconsciously, 
question some of the other claims he 
just read in the advertisement with 
reference to that make of car. To 
disillusion a prospect is sales sul- 
cide. When this thought is reasoned 
out and followed to its conclusion, it 
is not difficult to understand how 
low quality lacquers are dissipating 
some of the best sales effort and 
smartest advertising ability in the 
world. Merely announcing a new 
model each year does not cure last 


vear’s old sores, and the manufac- | 


turer who must look up a new set of 
customers each year is doomed to 
failure. , 

We are not attempting to infer 
here that paint is the most impor- 
tant part about an automobile, but 
it ean be made extremely useful in 
creating end promoting good will 
and sales, and that certainly is one 
of the biggest jobs the manufacturer 
is faced with. 

Since paint must be used, it is 
only good business to take full ad- 
vantage of its advertising and sales 
possibilities. Why spend money 
building up a sales and advertising 
organization to tell the world about 
the beauty, smartness and appear- 
ance of an automobile, with the 
streets full of last year’s models dis- 
puting these claims with dull, life- 
less. faded, washed-out finishes? 
There is plenty of food for thought 
in this line of reasoning. While we 


iare contemplating the sales destruc- 


tive influence these crummy finishes 
are exerting, we can remember that 


a part of them at least are the re- | 


sult of unstaple, freak color schemes 
fostered upon the automobile in- 
dustry by overzealous lacquer manu- 
facturers. All too frequently, the 
hot, snappy colors of January and 
March are the lousy ash can fin- 
ishes of July, August and henceforth. 
For that reason, it is a gamble to 
risk keen colors for advertising pur- 
poses. Such advertising is almost 
certain to go into reverse after the 
first few months, which means that 
in order to have a gay, attractive 
color out there pulling and rooting 
for him for two or three months, the 
manufacturer takes a long chance 
on that same color going sour and 
giving him the Bronx cheer for two 
or three years thereafter. 

It will be noticed that in reviewing 


the color situation as it applies to | 


the motor car industry, we have not 


| confined our remarks entirely to the | 
To} 


artistic side of the question. 
understand the part color 
plays in the automobile 
must be studied in con- 
nection with the entire paint pob 
and public acceptance of same. When 
so examined, it is very evident that, 
in the larger sense, color or finish is 
an extremely important factor in the 
automobile business. However, the 


treatment 


thought we hope to make clear is | 
importance of color does | 


jthat the 
not revolve around the manipula- 
| tion of color schemes and color com- 


binations. What we have endeavored | 
|to point out is that there is no color | 


{question from the artistic point of 
| view so far as the automobile in- 
dustry is concerned, except as the 
lacquer manufacturer tries to make 


one. This problem has been settled 
years ago; it was decided by the 
head man—the public. On _ the 


other hand, when color is thought 
of as a medium for preserving the 
life, appearance and utility of an 
automobile, it must be admitted 
color is a very powerful force, and, 
if fully taken advantage of, its in- 
tluence can be greatly enlarged. It 
is in this direction the lacquer man- 
ufacturer can be most useful to the 
automobile builder in enabling him 
to properly tie the paint job in with 
his advertising and sales work. To 
do this, the lacquer manufacturer 
must supply products that, instead 
of losing their life and being a dis- 
credit to the car after three or four 
months, must retain their lus- 


washing. 

In trying to picture the problems 
of the automobile salesmen out on 
the firing line, we have oftentimes 
| felt that while working with a pros- 
| pect, if, at the psychological moment, 
ithe salesman could take his pros- 
pect out into the street or a parking 
/lot, and there show him two and 
three year old models of his cars 
on which the finish was still spar- 
kling like new, and without expense 
to the owner other than an occa- 
{sional washing, that salesman would 
have some very effective additional 
sales ammunition. It is nothing more 
‘than a 
feel that if the paint job on a manu- 
facturer’s automobile outwears and 








car must perform otherwise on a par 
with the finish. 

It must be remembered that 
buying of an automobile is 





the 
not 


{caused by a single master stroke of | 


|salesmanship on the part of the 
ij salesman, but is the result of dozens 
lof favorable -impressions gathered 
|from time to time—possibly over a 
number of years—which finally lead 
|to a decision. Color, the finish being 
the first thing that catches the pros- 
pect’s eye, its importance in 
chain of impression-forming influ- 
ences cannot be overemphasized. 


The advertising value of, let us 


tomobiles sprinkled through traffic 


jall over the country, the finish on| 


retaining its original factory 
luster, is a good-will creating force 
lof greater influence than many 
| thousands of dollars spent in any 
‘other form of advertising, the main 
| differences being that such a finish 
is actually demonstrating, proving 
ito the world what the advertise- 
|ment can only claim. 


leach 


Packing for Leaky | 
Intake Valve Bushings 








LINDBLOOM intake valve packing 
as applied to prevent leakage of air 
and oil between valve stem and 
guide. Arrow shows clearance 


A valve packing device designed 
|to prevent leakage of air and oil 
past the stems of inlet valves is 
| being marketed by the Lindbloom 
Valve Packing Company, 4022 West 
Lake St., Chicago, 

As the accompanying illustration 
}indicates, the packing device con- 
|sists of a washer, presumably of 
| flexible material, which surrounds 
|the valve stem and is held in place 
{by a spring which seats against the 
| washer at one end and against the 
under side of the intake valve head 
|at the other end. The washer seats 
lagainst the top of the valve guide 
}bushing, where it is intended to 
{close the clearance space between 
the valve stem and the guide, thus 
|preventing the entry of air and of 


or no attention except an occasional , 


outshines any other in traffic, the| 


this | 


say, 25000 one to four year old au- | 


NEW TANK DESIGN AIMS TO 
IMPROVE RADIATOR EFFICIENCY. 


An innovation in the construction of top tanks for auto- 


| motive radiators based on patents issued to W. G. Campbell 
‘of Lockport, N. Y., is now undergoing tests by at least one 
| radiator manufacturer. The object of the design is primarily 
to increase the heat-dissipating capacity of a given radiator 
'by inducing uniform flow of water through the entire core. 


| volatile anti-freee solutions. It is 
| claimed that these improvements are 
realized without increase in the cost 
|of the top tank or of the assembled 
radiator, and do not necessitate 
;changes in external appearance, or 
fin location of inlet or discharge 
openings. Licensing arrangements 
|are being handled by Lowell H. 
|; Brown of 400 Madison Ave., New 
| York. A description of the new top 
|tank and its functioning as com- 
| pared to a conventional tank fol- 
lows: 

In conventional radiators hot, 
water enters the top tank and comes 
in contact with the baffle, whose 
function it is to help the distribu- 
tion of the hot water over the pas- 
sages of the core. 

The hottest water seeks the high- 
est point in the system. Some water 
vaporizes at a temperature as low 
las 140 deg. F., and vapor is formed 
| above the water level. Part of this 
; vapor is lost to the atmosphere via 
| the overflow. Some escape of water 


' . 
through the overflow occurs also | 


when the engine and pump are 
stopped suddenly. The inertia of 
the water causes ii to pile up in the 
top tank. 
great enough to fill the overflow 
and displace all the air therein, the 
| overflow will continue to syphon the 
| water out until the seal is broken. 
| With the standard top tank no pro- 
|vision is made to prevent these 
losses of water. 

The baffle is an important com- 
| ponent of the radiator and affects 
the efficient operation of the core, 
yet little has been done to improve 
this part. Where the water 
}comes in contact with this baffle 
| it causes the pressure down through 
the core to be greater than the pres- 
sure toward the end of the baffle. 
This makes the circulation greatest 
in that part of the core directly 
under the baffled inlet, and the 
pressure through the core gradual- 
ly tapers off from this point toward 


the sides, even if the baffle is con- | 


tinued across the entire top tank. 
| Since the heat dissipated by the core 
is directly proportioned to the dif- 
ference between the mean tempera- 
ture of the core and the atmos- 
pheric temperature and the volume 


of air passed throughethe core, the | 


nearer the mean temperature Of the 
core can be maintained to that of 
the temperature of the cooling so- 
lution, the greater the amount of 
heat the core will dissipate. If the 


water circulation through the core | 
is not uniform, the temperatures at | 
various positions across the core will | 
the | 


be different, thus reducing 
mean temperature difference and 
correspondingly reducing the cooling 
capacity of the core. 
core does not receive water to be 
cooled in such a manner as to ex- 
ercise its entire ability, the core is 
not dissipating the maximum quan- 
tity of heat. 

By making a slight change in the 
design of the top tank to give uni- 
form flow through the entire core 
, the radiator can be made more 
| efficient. 

The accompanying diagram shows 
}a cross section of the Campbell top 
j}tank. This design is not a radical 
|departure from the standard top 
tank, for the same components are 
}used. A baffle, which is air tight, 





| separates the upper portion of the | 


|top tank from the lower portion. 
Depending from the baffle is a neck, 
| connecting the top with the bottom 
|portion. The overflow is the same 
|as in the standard top tank and is 
| for the same purpose. The lower 
| portion of the top tank, in which is 
| located the inlet from the engine, is 
{in direct communication with the 
| water passages of the core. In fill- 
| ing the system with water the tank 
fills to the bottom of the depending 


ter for two or three years with little |any oil that may enter with the air, ! neck, fills the neck and so on until 


An incidental advantage is a re-@————————_—__—_—"——_- 
§ “§ luman reaction to} i j ; yater | : Be cal 
natural humaz duction in the loss of water or of|+), top section is filled, 


If the rush of water is | 


first | 


Thus if the | 


When the 
top section is filled air is trapped in 
the surrounding space of the de- 
pending neck. 
This air space acts as an insulator 
| and assists in preventing heat trans- 
fer from the water in the bottom 
of the tank to that in the upper 
section. As the water is heated to 
the running temperature of the en- 
|gine, this air is also heated and 
| creates half of the pressure upon all 
| the water in the bottom tank and 
| core. 

Water in the top tank is prac- 
| tically dormant and remains at a 
|temperature decidedly below that of 
|the circulating water. When the 
| hottest water from the engine enters 
ithe top tank any vapor that passes 


earreay s0 
it overer 





showing construction 
| of Campbell top tank for radiators 


DIAGRAM 


through the neck and into the top 
|section is condensed by the cooler 
; water and returns to the system, 
greatly reducing the loss of water. 

If the engine, under extraordinary 
|conditions, becomes overheated, be- 
fore much water can be lost the 
| water in the top tank must be boiled 
out. 

The Campbell top tank does not 
have to be larger than the standard 
top tank, but its capacity must be 
;}great enough to allow for the nat- 
ural expansion of the water and to 
keep about one-eighth inch of water 
above the baffle plate. This is neces- 





sary to keep the air seal and to 
avoid filling the air space with 
water. 


This top tank has undergone tests 
which have shown increased cooling 
capacity of 5 to 11% per cent, over 
the standard top tank. Conservation 
of water and of volatile anti-freeze 
solution during the winter months 
is also gained. 


BULLETIN ON TUTHILL 
HIGHWAY GUARD 


! 





The Tuthill highway guard, re- 
{cently announced by the Tuthill 
Spring Company, 760 Polk St., Chi- 
cago, Ill., is described in the new 
folder recently issued by that com- 
pany. 

This bulletin tells about this new 
|type of road guard that is designed 
{to deflect rather than to stop ve- 
hicles. A guard that sends cars on 
their way without damage to vehicle 
or occupants. A copy of this bulle- 
tin will be sent, gratis, upon re- 
; quest. 


NEW KRAMER RADIATOR 
SHEET 


| Announcement is 


made of the 


issue of the 1932-33 winter price 
sheet on Kramer radiators for 
popular cars. 

The new sheet, in addition to 


carrying revised prices on the en- 
tire line, contains the announce- 
ment of a number of new replace- 
ment radiators for late model cars. 

The manufacturer is the Trenton 
Auto Radiator Works, Trenton, N. J. 





| 
| 
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SOME TRUCK FLEET OPERATORS | 


TRAIN DRIVERS ON THE JOB 


(Continued from Page 5) 





co 


| ON THE OTHER HAND 


EMPLOYMENT INCREASES 
Springfield, Mass., Nov. 10.—A sub- 
;Stantial increase in 
| among twenty-six metal working 
| plants of western Massachusetts was 





to tie in with the general training , effective way of training and han-|revealed yesterday in a report given 


plan and to keep a personal check 
on actual results of the training. In 


these meetings with each man the 
sales manager discusses his records 
—sales, credit, accident, customer 
turnover, customer complaint, etc 
In some companies, rating sheets or 
scales are used by the manager to 
help in sizing up the salesman and 
in giving him the proper advice. 
The “developing” procedure is often 
employed by the sales manager in 
these man-to-man meetings. How 
this is done is illustrated in the 
following account from a company 
using this method: 

“In our personal conferences we 
review and discuss with the route- 
man each of his several records. 
When the record is good we com- 
pliment him and when it is poor 
we bring it to his attention. As we 
hold these conferences for construc- 


tive purposes, we don't ‘bawl’ the 
man out for a poor record In- 
stead, we attempt to give him a 


point of view that will enable him 
to overcome his deficiency. Thus, 


if his gasoline and truck repair ex- | 


penses are high, we show him the 
corresponding records of other men 
and let him see for himself that 
he is out of line. We get him to 
see how much higher his expenses 
are and to translate this excess into 
the number of units of our product 
he must sell just to pay for this 
added expense. He knows the work 
required to sell that amount of 
goods, and so he is apt to think 
twice the next time before being 
careless in handling the truck 

“In the same way, we take up each 
of the man’s problems and get him 
to see it from our point of view. 
This, in our judgment, is the only 


dling men.” 

The general sales manager of an- 
;other company reports similarly on 
; personal conferences. He 
Every three weeks our plant route 
;manager has a personal talk with 
feach routeman. The purpose of 


says 


| these personal conferences is: (1) To| tember 1 


| discuss the general conditions on the 
|route, (2) to discuss customer rela- 
|tions, and (3) to review the man’s 
| records—sales, credit, accident, etc. 
This conference provides the man- 
ager with a knowledge of the special 
conditions on the man’s route and 
|of his ability to get along with cus- 
tomers. Together with his records, 
it forms the basis for helping the 
man with his individual problems. 
|The manager always makes it a 
point to compliment the man on his 
especially fine showings before he 
brings up the less satisfactory ones. 
Through these conferences we are 
constantly re-educating our route- 
men and co-ordinating our training 
and supervisory efforts.” 

The sales manager of a third com- 
pany states that he has a personal 
conference with each man about 
once every six months. As a basis 
for these meetings he uses a list of 
some thirty qualities which he feels 
his men should have. Before call- 
ing a man in, the sales manager goes 
over the thirty points and rates the 
man on each one. Then he shows 
the man how many good points he 
has. “But,” he adds, “there 
few that are holding you back, and 
to make progress it will be necessary 
to improve them.” Then he goes 
over the weaker points one by one, 
with suggestions for improving 
them. 





In this table, 12 states 


States 


Chevrolet 





Autocar 





Delaware | 7 11 
Florida | 87 
Winois | 22 O1t~<‘C:‘C:*C‘«*SNSD 
Indiana [| 1. 108 
Michigan | 142 
Minnesota | 1 136 
North Dakota | 4 a. 
So. Carolina | ee re 52 
Utah ~=~—CS«@SS(<727«7«;SCS 7 26 
Vermont | ; 
West Virginia | 2 48 


Wisconsin 





Totals | 3 1 889 
Delaware, 31 | 1 _ 24 
Florida, "31 | 1 218 
Wiinois, 1931 | 1 382 
Ind’ana, ‘31 es oe _ 211 
Michigan, 31 | 2 218 
Minn., 1931 | ~ 190 
N. Dakota,’31 | 7 18 
8. Carolina, ‘31, — 99 
Utah, 1931 =| 7 45 
Vermont, 31 | 7 
W. Virginia, ‘31; I; 128 
Wisconsin, 31); | 291 

Totals, 1931 | 4 5| 1759 


*Comibined with Brockway. _ 
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| 7 a 
9 6| 7 89 
20 18 | 2 190 
5 12} 112 1 
3 26 | 3 206 i 
3 20 | 3 110 
2 | 23 
— 6, | 68 
a ae a 
2 2 29 
3 #12; 74 





are a} 


| employment 
showed 


| business research. The index for 


tT we = 


jout by western Massachusetts 
| Branch National Metal Trades As- 
sociation. The report, completed as 
|of November 1, shows an increase 
of 478 employees over October 1. 

On October 1, the labor barometer 
lindicated an increase of 530 work- 
jers in the same plants over Sep- 
Gains reported yesterday 
were made in paper machinery, mill 
machinery, heating, machine tools, 


lelectrical goods and equipment, auto. | 


motive, motorcycles and_ sporting 


goods. 


BREWERS ORDER EQUIPMENT 

Milwaukee, Nov. 
brewers are taking inventory of the 
lelection results, and, confident that 
| the Volstead act will be revised, are 
|speeding orders for equipment and 
|machinery to improve their plants. 


by Edward Landsberg. president of 
ithe Blatz Brewing Company, who 
stated that bids were being sought 


jand orders are being placed for 
| $2,000,000 worth of new equipment 
for his company. Additions to the| 


|already large plant are included in 
this figure; contractors’ quotations 
|are to be called for in the next few 
days. 

The Miller Brewing Company will 
have to spend nearly $1,000,000, ac- 
cording to W. C. Kraft, general man- 
lager. 


NEW PLANT TO OPEN 


West New York, N. J., Nov. 10. 
The Shellmar Product Company of 
Chicago will locate in West New 
|; York on December 1 and will give 
employment to 100 persons at the 
start. The Shellmar concern 1s one 
lof the largest printers in cellophane 
| Bert Martin is president of the com- 
|}pany and W. K. Muller secretary- 
treasurer 

The building at 600 lith St 
'erected at a cost of $218,000. It is 
ithree stories high, having 40,000 
| square feet of floor space and has a 
sprinkling system throughout 


was 


OHIO EMPLOYMENT UP 
Cleveland, Nov. 10.—Industrial 
in Ohio in October 
a gain of 2 per cent. over 
September, contrasted with an aver- 
age October decrease of 2 per cent 


during the past five years. This 
| followed a 2 per cent. gain in Sep- 
tember, which was the first month 


to show a greater than seasonal in- 
crease since 1929, according to the 
Ohio State University bureau of 


Returns for today: Delaware, Florida, Indiana, Michigan, Minnesota, North Dakota, South Carolina, Utah, Vermont, 


Indiana 
national 
La France- 


! 


employment | 


10.—Milwaukee | 


The largest order was made known | 





| 


1,000 Truck Owners Form 


| Nation-Wide Association 


| but they are directly re 
| bringing all truck interests together 
in one organization, for the _ re- 
| kindling of public opposition to the 
monopolistic ambitions of the rail- 
road, for an actual increase in truck 
freight volume during the campaign 
and for the formation of a compact 
Western truck conference. 

The Western truck conference, 
perhaps with some other name, will 
|be formed in Portland on December 
5, the call for the meeting being 
issued by H. W. Roberts, president 
of Allied Truck Owners of Oregon, 
after conferences with J. P. Asbury, 
| president of Allied Truck Owners of 
California. Truckmen from Cali- 
fornia, Arizona, Nevada, Oregon, 
Washington and Idaho will meet to 
present a united front to the enemy. 

Allied truck owners of Oregon 
spent less than $20,000 i. the most 
intelligently directed campaign that 
the truck industry has developed, 
according to J. P. Asbury, head of 
the big Asbury Transportation Com- 
pany. Striking newspaper adver- 
tising pieces of effective literature, 
literally running into millions. 

A corps of half a dozen speakers, 
radio advertising banners on trucks, 


|parades and other effective tools 
were utilized by Ralph J. Staehli, 
secretary of Allied Truck Owners 
and manager of the campaign, 


against the camouflaged railroad at- 


October stood at 64, compared with 
76 in October a year ago 

Employment increases in the state 
}in October occurred in all the manu- 
{facturing groups of industrials 
cept the chemicals, the vehicies and 
the miscellaneous 
groups 


eX- 


manufacturing 


LEHR HEADS DIVISION 

OF N. Y. RELIEF GROUP 
York, Nov. 10.—Benjamin 
Lehr, secretary and treasurer of the 
Lehr Auto Supply Company, Inc.., 
145 West 63d St.. has accepted the 
chairmanship of the automotive 
supplies group to help the Emer- 
gency Unemployment Relief Com- 
mittee raise funds for unemploy- 
ment relief this winter, according to 
an announcement by H. B. Lamy, 
Jr., executive chairman of the com- 
mittee’s commerce and industry di- 
vision 


New 


TRUCK SALES 
St. Paul, Minn., Nov. 10.—Sales of 
commercial and heavy duty trucks 
by Bingham & Norton the past 





Studebaker 





three menths equaled the firm’s | 


| 





(Continued from Page 1) 
sponsible for 


tack. 
Union, 


the 
clubs—every 


The Grange, 
civic 


Farmers’: 
worth- 


| While organization in Oregon oppose 


| the freight truck and bus bill. 


|of the state. 
|culable value when the 


The 
press of the state was almost wani- 
mously against it as the campaign 
ended, although six months ago the 
newspaper champions of trucks 
could be counted on the firgers of 
one hand. 

Thus the Oregen campaign inas 
not only sold the trucking industry 
to its own members but to the press 
This will be of incal- 
battle is 1 


;Sumed at the Oregon Lelislature in 
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January. 

Not until the last week of the 
Oregon campaign did the railrcads 
expose their hand. Up to that tire 
ex-Gov. West denied that he had the 
support of the rails, or ~'as evasive. 
But the record is now clear, so those 
Oregonians who thought that their 
ex-governor was sincere as he talked 
about truck weights, truck damage 
to roads, truck speeds, truck taxes 
and truck trailers in relationship to 
highway protection, have had ay 
awakening period. The _ railroads, 
now out in the open—cards on the 
table—the issue is clearly defined. 
If Oregon legislators vote a sub- 
sidy to railroads by compelling the 
people of their state to pay ~ or- for 
transportation, they cannot plead 
ignorance of facts or motives 





volume for the entire previous six 


| months, S. E. Bingham reports. Mr. 


Bingham attributes the 
forced demand 
truck users. 


lo 
of 


increase 


a on the part 





BROCKWAY TRUCKS 


Meet All Time Quality 
Demands and Economy 
Requirements. 


We invite your compari- 
son of the detailed speci- 
fications and _ construc- 
tion of Brockway Trucks. 


“23 Years At It!” 
BROCKWAY MOTOR COMPANY, INC. 
Main Office and Factory 
Cortland New York 


Cumulative New Commercial Car Registration Statistics, October, 1932 


West Virginia and Wisconsin 






Overland 
laneous 


Miscel- 


1 25 Delaware 
~ || 24) 257 Florida 

1| 8 481 Milinois 
2 3, + 317Indiana 
— 4 2 469Michigan 
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HIGHWAY TRANSPORT 
PROGRESSING ABROAD) 


<- { 


New York, Nov. 10.—Regulatory 
proposals and tax legislation that 
would impede the growth of highway 
use in Europe and the Near East | 
meets determined resistance, reports 
John V. Lawrence, European rep- 
resentative of the National Automo- | 
bile Chamber of Commerce, who is | 
in New York for a short stay. 

Officials of finance ministries | 
faced with the necessity of balanc- 
ing disorganized budgets and exec- 
utives of other transport agencies 
who are unwilling to modernize their 
operations and are seeking regula- 
tory intervention instead, are lead- 
ers in the current attacks on the} 
motor interests. according to Mr. 
Lawrence. 

“Since the sessions of the Interna- | 
tional Railway Union in Madrid two 
years ago, practically every country | 
in Europe and many of those in the 
Near East. have entertained meas- | 
ures further regulating or taxing | 
commercial motor transport,” Mr. 
Lawrence related. “Germany, with 
government owned railways, has | 
gone so far as to confine the opera- | 
tion of all trucks, even those belong- | 
ing to farmers, merchants and in- | 
dustrialists, to a thirty mile radius 
except by special permission which 
can only be obtained with approval | 
of the German State Railways. 

“Mussolini. on the other hand, has 
adopted a more progressive policy. 
Believing that the people of Italy 
Should have available to them the 
most efficient and economical trans- | 
port facilities, he has declined to) 
place unnecessary burdens on high- 
way carriers, but instead has en- 
couraged competition between the 
rail and motor agencies.” 

Tne so-called Salter report on 
highway finance, recently issued in 
England, is being freelv criticized 
and even discredited by transporta- 
tion and business leacers of the em- 
pire and of nearly every country in | 
Europe, acording to the chamber | 
representative. 


CUMMINS ENGINE | 
EXPANDING PLANT’ 


(Continued from Page 1) 








engine is the one which last Decem- 
ber established a non-stop motor | 
vehicle economy record on the In- 
dianapolis Motor Speedway, running 
13,535 miles in thirteen days haul- 

} 


ing gross average weight of 16,500 | 
pounds and average 43.397 miles an | 
hour. In the same run a non-re- 
fueling record of 10,005 miles was 
established. ° The Model H motor 
was recently installed in the Budd- | 
Michelin rubber tired coaches on 
the Reading Railroad at Phila- 
delphia. 

The old two-story plant will be 
continued in service in the produc- | 
tion of other type Cummins engines, | 
Which range in size from 10 to 500 
horsepower. 

Recent developments in the busi- 
ness include factory connections 
with nine American truck manu- | 
facturers and several builders of 
Small locomotives, according to the 
designer. The present program calls | 
for concentration on the Model H 
engine, a six-cyinder of 672 cubic 
inch displacement with 47-inch 
bore and 6-inch stroke. Drawings 
have just been completed for a 31x5 
75-horsepower engine for passenger 
Car service on which experimental 
work is expected to begin soon, 


CAR INDUSTRY NOW | 
BUYING MORE STEEL. 


(Continued from Page 1) 


vember 1, on an average, but the | 
Automobile industry is working in| 
the other direction, as it has slightly | 
increased its steel purchases and is | 
leaving October as its low month, 

November having been the low 
month in each of the last two years, 

while December was usually low in 
the preceding years. 

“Railroad buying of steel is of 
Small proportions, but has risen from 
Virtually nothing. The slight de. 
Creases in freight car loading as 
Shown by the last two reports, after 

a lurge and continuous increase, may 
a purely seasonal. The Gary rail 
mill is operting at a low rate, while 
Edgar Thomson, in the Pittsburgh 
district, resumed this week.” 





| Hotel, 


Sales Leaders and Their Standing 


in the First Ten Sales 


Positions by States in October as Compared With Sept., 1932 





KEY TO ABBREVIATIONS AND SYMBOLS 








Ninth | 


OCT. 1932 | First | Second Third | Fourth (| Fifth Sixth Seventh Eighth | Tenth 
State Sales } 
Delaware 170 | Ford 67 | Chev 38 | Pontiac 13 | Plym 11 | Buick 7\)Olds-  —6'E-S_ 5 |DS-WO_ 3|Hu-N-Pa 2(|* 1 
Florida 965 |Ford 35@ Chev  216|Plym _—*'78| Pontiac 29|Essex _—27 | Buick 17|Dodge _15|Olds —_—'12;Auburn_11|Chry ‘10 
Illinois 2979 | Ford _917|Chev 6% “lym _250| Pontiac 120|Buick 113|E-WO 97 De Soto 91) Olds 89|Stude  _67|Chry ‘65 
Indiana 1251| Ford 396|Chev 308|Plym _98| Essex _56 | Olds 49/DS-Po 46|WO _—43| Buick —30 (Ch-D-G-R_ 25 /Pa-S 12 
| Mich. 2165|Ford _761|Chev __472|Plym _146| Pontiac 113|Essex 95 | Buick 75 | Olds Ms) \Rockne 51|D-WO _44| De Soto 40 
Minn.  1263|Ford 381|Chev 369|Plym 95 |B-O-Po-R 42;WO __—s35 || Essex —34|CH-Pa_ 24!'Dodge 22/G-S__17/| (Hupp 16 
N. Dak. 191|Ford 70|Chev 64|Plym _22/Pontiac 7 /B-E 5 | Nash 4 |CH-D-0-WO 3/H-Re 1 a 
S. C'lina 647|Ford  258|Chev _221 | Plym 25| Essex 23 | D-Po 16|Buick 12/DS-O  10!Auburn  7|Ch-Pa 5 5 Rocene—3 
Utah 153{Ford  _—43|Chev _‘36| Plym ~ 15 |Essex 12|Pontiac 8|De Soto 6!Rockne 4/** — 3|H-O-Pa-Re 2/DV-F-L_ 1 
Vermont 192|Ford  44|Chev _ 39 E-Plym__ 16 | Pontiac ac 12|B-D D _10;WO  _—s9{Chry —s6|G-N-O__—4|Hu-Re —3: | A-S _ 
W. Va. 666|Ford 207|Chev 153|/Plym 57|Essex  39!Dodge 27/| Pontiac 26|Rockne 21|/WO — 20|Graham 19/ Olds 17 
Wisc.  903|/Ford 264 \Ghey 197 | Blom 05 | Pontiac 48 WO 8 Olds 37 Essex  35|Buick  29|Chry  19|Nash 17 
; 
SEPT., 1932 First | Second { Third Fourth | Fifth } Sixth Seventh Eighth | Ninth | Tenth 
State Sales ! | | | } 
Delaware 213 | Ford 73 | Chev 60 | Plym 21 | B-Po 10 | Olds 6 | Ch-E 5|R-S 4|N-Pa__3| DS-D-WO 2|C-LS 1 
Florida 1135 | Ford” 410 | Chev _303|Plym _—*80 | Essex —-39| Pontiac 33/Chry —.25 | Buick 17|G-O —s13/A-D_——s‘9|De Soto 8 
Wlinois 4325|Ford  1291|Chev _967| |Plym _595| Pontiac 165|Essex 142 | ‘De Soto 115|Olds _103/Buick 99|WO  —_—°93|Stude _—91 
Indiana 2231| Ford 725| Chev 564 | |Plym 238 |Essex 113 | De Soto 74 0 74| Pontiac 7  70|WO _‘65|Rockne 62|Buick  49|/Olds 48 
Mich. 3478|Ford 1310|Chev _775|Plym 285 | Essex 211| Pontiac 140; Olds 104 | Rockne _69| Buick _67|De Soto 65/Graham 58 
Minn. 1457|Ghev 483 Ford 434|Plym 148| Pontiac 43/Rockne 39|Olds _36 | Buick “$5, Essex ~ $4|WO  33\Stude 26 
N. Dak. 285|Ford 114 | Chev 99|Plym 24|Rockne 11|B-O-S _6| Ds- -WO 4|/D-E 3 |* ee ee 
S. Cina 662\ Ford 314|Chev 219|Plym _31|Essex _20|Pontiac 17|Chry _—_(10|Dodge _—*6| B-DS-H-R 5A-Hu-O-WO 3/Reo  —=«2 
Utah 236| Ford 72|Chev 66|Plym _18| Essex 17| Pontiac 11|Graham 10|De Soto 8|PacKard 6||B-D-O 5|Rockne 3 
Vermont 294|Ford 77|Chev _67 | ‘Plym _31| Essex _24 | Pontiac ac 14/B-O _'11|WO 9|Packard 7|Rockne 6|DS-G_ 5 
|W. Va. 773\Ford 271 | (‘Chev _209 | Plym 83, WO _31|Essex _30|Dodge _29| Pontiac 2 21{Chry _16| Rockne 14|Graham_11 
Wise. 1596 | | Ford __432| |Chev 413 | Plym 785 | Essex 88 | | Pontiac ic 61 | Olds ~ 49)/WO 48) B-N ~~ 41 | Stude my |De Soto 33 


A—Auburn, B—Buick, C—Cadillac, Ch—Chrysler, DV—-De Vaux, DS—De Soto, D—Dodge, E—Essex, F—Franklin, G—Graham, H—Hupmobile, 


Hu—Hudson, LS—La Salle, L—Lincoln, 
*All cars in this position registered only one, 


Knight, WO—Willys-Overland. 


New Dodge 6 Under $700; 


Dealer "Meeting Under “Way 


(Continued from Page 1) 


Louis, Chase Hotel, F. N. Sim. 


|rector of advertising. 


November 14: Minneapolis, Hotel 
Raddison, J. W. Hutchins, director 





| BUDD-READING RAIL 
| COACH ON DISPLAY 


Philadelphia, Pa., Nov. 10.—The 


7 first pneumatic tired Diesel powered 





| 


|G. M. TRUCK ADDS 
TO NEW MODELS 
: NUMBER T-110-130 


of Piymouth sales for Dodge Broth- | 


| : Indianapolis, Claypool Hotel, W. | 
4 — jes, assistant sales manager: 


Philadelphia, Penn Athletic Club, A. 
| vanDerZee, general sales manager; 
Memphis, Hotel Cayosa, F. N. Sim, | 
director of advertising. 

November 15—Cincinnati, Nether- 
lands Plaza, W. M. Purves, assistant 
sales manager; Omaha, Fontanelle 
Hotel, J. W. Hutchins, director 
Plymouth saies for Dodge Brothers; 
Boston, Statler Hotel, A. vanDer- 
Zee, general sales manager; New 
Orleans, Roosevelt Hotel, F. N. Sim, 
director of advertising; Los Angeles, 
Biltmore Hotel, F. H. Akers, direc- 
tor of territory development. 

November 16—Pittsburgh, Fort 
Pitt Hotel, W. M. Purves, assistant 
sales manager; Kansas City, Ararat 
Temple, J. W. Hutchins, director of 
Plymouth Sales for Dodge Brothers; 
San Francisco, Fairmont Hotel, F. 
H. Akers, director of territory de- 
velopment. 

November 17—Jacksonville, Cham- 
ber of Commerce, F. N. Sim, direc- 
tor of advertising; Oklahoma City, 
Ruckins Hotel, J. W. Hutchins, di- 
rector of Plymouth sales for Dodge 
Brothers; Buffalo, Statler Hotel, W. 
M. Purves, asistant sales manager; 


Washington, D. C., Shoreham Ho- | 
sales | 


tel. A. general 
manager. 

November 18—Atlanta, Biltmore 
F. N. Sim, director of adver- 
Dallas, Baker Hotel, J. W. 
director of Plymouth 
Dodge Brothers; Cleve- 
land, Public Auditorium, W. N. 
Purves, assistant sales manager; 
Portland, Masonic Temple, F. H. 
Akers, director of territory develop- 
ment. 

November 19—Greensboro, Sedge- 
field Inn, F, N. Sim, 
director; San Antonio, St. Anthony 
Hotel, J. W. Hutchins, director of 
Plymouth sales for Dodge Brothers; 
Albany, Hotel Ten Eyck, A. vanDer- 
Zee, general sales manager; Seattle, 
Olympic Hotel, F. H. Akers, direc- 
tor of territory development. 

November 21—Spokane, Spokane 
City Club, F. H. Akers, director of 
territory development. 


vanDerZee, 


tising: 
Hutchins, 
sales for 


CLASSIFIED 


ADVERTISE MEN, 
IN THE AUTOMOTIVE BAlL4 
NEWS BRING REStES 








of | 


advertising 


(Continued from Page 1) 
| which is 189 inches, and a capacity 
of 5,000 pounds, priced $9,490. 

Both new madels are powered by 
six cylinder valve-in-head engines 
with a bore and stroke respectively 
lof 474 inches by 54, inches. This 


gives a piston displacement of 616 
|}cubic inches and a tax horsepower 
|rating of 57. The maximum brake 
| horsepower is given as 149 at 2,100 
ir. p. m, 
The 


camshafts are driven by 
i'chain. Fuel feed is by mechanical 
|pump. The carburetors are by 
Stromberg and the electric system 
by Deleo-Remy. Cooling is provided 
by pump circulation and a long 
radiator is used. 

Clutch assemblies are of General 
Motors own make. Universals are 
by Spicer. Transmissions are also 
by General Motors, offering twelve 
forward speeds in each model, Rear 
axles also are General Motors with 
the rear axle of the Model T-110 em- 
ploying a double reduction final 
drive with the reduction in low of 
116 to 1. The Model T-130 has 
worm gear final drive giving a re- 
duction in low of 119 to }. 

Brakes on the Model T-110 are 
Bendix four-wheel internal expand- 
ing air brakes, with a lining area 
of 638 square inches. The Model 
| T-130 is equipped with Bendix six- 
wheel internal expanding airbrakes, 
| with an area of 965 square inches. 

Front tires of the Model T-110 are 
10.50x24 balloons with the same size 
duals used in the rear. Tires on the 
Model T-130 are 9.75x20 balloons 
with duals in the rear. 


VISIT CANADIAN SHOW 


Toronto, Canada, Nov. 10 (UTPS). 
—Ten of the officers of the Motor 
and Equipment Managers Associa- 
tion, headed by G. L. Brunner, presi- 
dent; David Beecroft, vice-president; 
A. H. Eichholz, general manager, 
and C. C. Secrist, secretary, inspect- 
ed the Automotive Palace at the 
Canadian National Exhibition 
grounds, here, where it is proposed 
to hold the next convention of the 
association, at which the officers 
expect a gathering of five thousand 
delegates from all parts of the 
United States and Canada. 





| railway coach ever sold to an Ameri- 
| can railroad, delivered last week to 


| the Reading Company by the Ed- 
| Ward G. Budd Manufacturing Com- 
| pany of Philadelphia and Detroit, 





| 
| 





N—Nash, O—Oldsmobile, Pa—Packard, Po—Pontiac, Re—Reo, R—Rockne, 
**Buick, Dodge, , Hudson, Nash, Studebaker and Willys- Overland. 


, 
| 


| 





| 


S—Studebaker, WK—Willys- 


and officially named “Reading 65,” 
will be on displayed all day today 
at the Jersey City terminal of the 
| Central Railroad of New Jersey, for 
the inspection of railroad execu- 
tives, bankers and others attending 
the annual meeting of the Railroad 
Business Association now being held 
in New York. Short trial trips will 
be made to illustrate the car’s radi- 
cal features, 





NOVEMBER 


TRUCK ISSUE 


Owners of 1,500,000 Business 
Vehicles Will Get the 


Issue of November 30 


Fleet owners having 10 or more vehicles, 
27,000 names, will receive the truck issue 


November 30. 


Entire Machol list being 


used, with copies personally addressed. 
Only Automotive Daily News can provide 
such wide extra distribution at no addi- 
tional cost to the advertiser. 


If you want to reach not only those owners 
but all exclusive truck dealers, important 
bus operators, 8,000 passenger car dealers 
and important factory officials, use that 
issue with a page at $350; half page at 


Forms close 2 days preceding publication. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C 
DETROIT OFFICE: Geo. M. Slocum, Manager 
Fisher Building, Detroit, Mich. 
WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, Ill. 





$175 or a quarter page at $87.50. 





